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By ROBERT B. MITCHELL 


the Life Insurance Advertisers 
n’s silver anniversary meeting in 
ontreal opened officially with a talk 
y the postmaster-general of Canada 
nd wound up with a humorous, 
trical dissertation by a Prudential 
ice-president, and in between ranged 
om philosophical concepts to the 
ost specific how-to-do-it advice. 
Qne of the most valuable features 
vasa heavily attended pre-convention 
ssion dealing with what home office 
dvertising sales promotion and public 
lations can do to help the agent in 
e locality where he operates. Nine 
xecutives were divided into panels of 
ree each to discuss these three 
hases. 

estions Sales Record Publicity 


David W. Tibbott, New England 
lif in his introductory remarks, 
ixpressed concern about publicizing 
gents’ sales records. He said he 
ought agent publicity could better 
geared to the national quality 
ward and other stories showing im- 
roved service to policyholders. 

Robert B. Taylor, Jefferson Stand- 
d, was chief spokesman for the 





fe Advertisers Assn. 
arks 25th Anniversary 


advertising panel, which included also 
John M. K. Abbott, New York Life, 
and Hugh C. Innes, Manufacturers 
Life. Mr. Taylor divided cooperative 
advertising into three categories: No 
planned home office program, but 
service upon request; a planned pro- 
gram without the sharing of the cost; 
a planned program sharing the cost, 
known as cooperative advertising. 


Sales Dollar Well Spent 


Mr. Taylor advocated local advertis- 
ing, saying he regards it as a sales 
dollar well spent since it is a joint 
investment by the company and the 
agent. 

“It builds prestige for the local 
agent and ties in with national adver- 
tising for a greater impact,” he said. 
He added that “it is a_ relatively 
inexpensive way for the agent to get 
a name and reputation before the 
public and give the impression that 
the agent is a sound business man 
conducting a good business operation.” 

Mr. Abbott said New York Life’s 
local cooperative advertising program 
was instituted a little over a year ago 
and both the company and the agents 
consider it a success even though it is 

(CONTINUED ON PAGE 10) 





| Boston Holds Lead 
In Ordinary Gains 


Boston once again led other large 
cities with a rate of increase in Sep- 
tember ordinary sales of 30% for the 
month and 27% for the first nine 
months. Percentage gains in ordinary 
sales for the seven other largest U. S. 
cities in September and the first nine 
months, respectively, were Chicago 12 
and -1, Cleveland 7 and -1, Detroit 2 
and -8, Los Angeles 18 and 4, New 
York City 7 and 11, Philadelphia 0 
and -3, and St. Louis 0 and 1. 


Court Upholds FTC 
In Two Ad Cases 


U. S. Supreme Court denied certi- 
orari in the cases of American Life & 
Accident, St. Louis, and Automobile 
Owners Safety, Kansas City. This 
leaves the eighth appeals court ruling 
in effect. That court affirmed orders 
of Federal Trade Commission that the 
two insurers stop sending advertise- 
ments through the mails which FTC 
found to be false and misleading. 

The appeals court declined to rule 
on the issue of FTC jurisdiction since 
the insurers did not raise this question 
initially in the two cases. Later the in- 
surers sought to have the jurisdictional 
matter made a part of their appeals. 





Hartford Shares, 
0 Columbian Natl. 
s Basis Of Swap 


HARTFORD — Official announce- 
ent of the proposed purchase of Co- 
mbian National Life shares by Hart- 
rd Fire through an exchange of stock 
loses that the basis proposed is 
ven shares of Hartford stock for each 
shares of Columbian National. 

‘In accordance with the applicable 
ptute, the Connecticut department 
ll hold a hearing Nov. 18 on the pro- 
sal, since it cannot be consummated 
thout the commissioner’s approval. 















ash. State Eying 
isurance Promotion 
ia Trading Stamps 


A plan for using trading stamps to 
omote the sale of insurance in the 
ate of Washington is now under 
dy by Commissioner Sullivan. Un- 
t the plan a book of 1,200 stamps 
presenting $120 of retail purchases 

d be redeemed for $1.50 cash or $2 

ard any form of insurance. 

he plan has been explained by 
rorge C. Spencer, vice-president of 
surance Premium Stamps Inc., and 
F. Charlton secretary-treasurer of 
P firm, at a conference with Chief 
puty Kueckelhan. 

t. Kueckelhan questioned the 
remption of the trading stamps for 
ptent values, $1.50 if redeemed in 
fh and $2 if applied toward insur- 
®. The matter will be taken up 

the attorney general to learn 
pether the greater redemption to- 
d insurance might be a violation 
State law prohibiting undue induce- 
nt to buy insurance. 












W ood, Monitor Editor, Forums 
Scheduled For LIAMA Meeting 


Erwin D. Canham, editor of the 
Christian Science Monitor, and J. 
Harry Wood, managing director of 
LIAMA will be the feature speakers 
at the Thursday afternoon session of 
the annual meeting of LIAMA at 
Chicago, Nov. 10-13. The subject of 
Mr. Canham’s talk will be “Business 
Responsibility in Preserving Freedom.” 

Two forums which have proved 
popular at previous meetings will 
highlight the Wednesday morning ses- 
sion. The legislative forum, which is 
concerned with reports on the Wash- 
ington scene, will include Claris 
Adams, executive vice-president of 
American Life Convention; Ralph 
McNair, assistant vice-president of 
Life Insurance Assn. of America, and 
Robert R. Neal, general manager of 
Health Insurance Assn. of America. 

In addition to the foregoing regulars, 
John A. Tuck, general counsel of 
Canadian Life Insurance Officers Assn., 
will be one of the forum participants. 


All Lines Selling 


The forum will follow the pattern of 
last year’s “Agency Decisions.” A. 
Rogers Maynard, 2nd vice-president 
of Metropolitan Life, will moderate a 
session on the question of “All Lines 
Underwriting: New Fashion or New 
Era?” 

Participants in this forum include 
Dean W. Jeffers, vice-president in 
charge of sales of Nationwide Life; 
W. Robert Jenkins, president of Co- 
lumbian Mutual; S. Rains Wallace, 
director of research of LIAMA, and 
Benjamin N. Woodson, president of 
American General Life. 

C. A. Potter, president of Life Under- 


writers Assn. of Canada, will open the 
Wednesday morning session with his 
talk, “A Field Man Looks at Manage- 
ment.” 


Selecting Managers 


A symposium on management selec- 
tion and development through career 
analysis will be conducted Wednesday 
afternoon. Joseph Weitz associate di- 
rector of research of LIAMA will be 
moderator. Participants will include 
J. D. Anderson, agency vice-president 
of Guarantee Mutual Life; Kirtland J. 
Keve, assistant superintendent of 
agencies of National Life of Vermont; 
Clifford L. Morse, agency vice-presi- 
dent of Phoenix Mutual Life, and 

(CONTINUED ON PAGE 19) 


Individual A&S 
Forum Of HIA 
Draws 400 Plus 


Panels On Technical Side 
Of The Business Featured 
On Chicago Program 


Registration for the annual indivi- 
dual insurance forum of Health In- 
surance Assn., conducted this week 
in Chicago, exceeded 400. This is a 
hardworking meeting packed with 
clinics and panels which discuss in 
technical detail practically every as- 
pect of the A&S business. 

The annual meeting of HIA at 
which the sessions are much more 
general in nature, draws no more than 
the meetings on individual and group 
A&S insurance. These gatherings have 
blossomed into important contributions 
to the A&S underwriting field. 

A wide variety of workshop sessions 
included such subjects as over-insur- 
ance—duplication of benefits, covering 
the aged, major medical, sub-standard, 
persistency, policy provisions and state 
filing, reserve valuation and statistical 
claim problems, significance of medi- 
cal impairments. About 25% of those 
attending the meeting took part in the 
program as panel members or discus- 
sion leaders. 

Earle B. Tilton of Nationwide Mutual 
is chairman of the individual insurance 
committee, and opened the meeting 
Monday morning. 


Include Variety Of Subjects 

The health insurance business is 
“experiencing great shocks” but must 
insist on sound growth, he said. 

Two of the shocks experienced by 
the business he described as the New 
York law prohibiting non-renewal of 
commercial policies solely because of 
deterioration of health. Secondly, over 
300 bills were introduced in the last 
Congres; seeking to amend the social 
security act, most significantly the 
Forand Bill which would put the 
government “squarely in the health 
business. The Forand bill had strong 
support from several groups and that 
type of legislation being politically 


(CONTINUED ON PAGE 8) 





In ceremonies at 
Ohio State Univer- 
sity, Byron K. El- 
liott, president of 
John Hancock, 
presents an oil 
painting of Elizur 
Wright, “the father 
of life insurance,” 
to Dr. Norvice G. 
Faweett, president 
of the university. 
The presentation 
was made in rec- 
ognition of Ohio 
State’s outstanding 
insurance educa- 
tion program. Wil- 
liam B. Hoyer, 
general agent at 
Columbus, looks 
on. 
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HO Underwriters 
Firm Program For 
Annual, Nov. 19-21 


Institute of Home Office Under- 
writers has completed details of the 
program for its annual convention, 
Nov. 19-21, at the Hollywood Beach 
Hotel, Hollywood, Fla. 

Following the presidential address 

by Charles A. Hill at the first morning 
session, Commissioner Larson of Flor- 
ida will address the group. 
. The Wednesday afternoon session 
will consist of room hopping meetings, 
four to be run simultaneously covering 
four different topics. Walter K. Fritz, 
Northwestern National Life, will 
moderate a session on “Agency Rela- 
tionships.” Dr. Eugene V. Higgins, 
North American Re, will moderate a 
session on “Practical Problems in 
Underwriting Hypertension.” William 
A. Sims, Business Men’s Assurance, 
will moderate “Miscellaneous Sub- 
jects,” and A. O. Konigson, Lutheran 
Brotherhood, will moderate the fourth 
topic, “Underwriting Procedures and 
Cost.” 

The third session, Thursday morn- 
ing, will include a paper by Malcolm 
D. Thomas, Republic National, on 
“Modern Trends in Underwriting 
Females,” and a paper by Dr. E. B. 
Williams, Wisconsin National Life, on 
“Mental Disorders.” In addition there 
will be a panel discussion on the 
“Family Life Policy” on which Wil- 
liam W. Black Jr., of Commonwealth 
Life; R. S. Wagner, United Benefit 
Life; W. Philip Underwood, Monarch 
Life; and Alan Carmichael, Great-West 
Life, will participate. 

Thursday afternoon is the weekly 
premium session. First on the program 
will be a paper by J. H. McCary III, 
Southern Life & Health, covering “The 
Weldon Case.” This will be followed 
by a panel discussion and case clinic 
in which the participants will be 
Joseph B. Corbett, Colonial Life; 
Arthur B. Langley II, Carolina Life; 
Essie McGuffey, National Standard 
Life; and Harold F. Pennington, Life 
& Casualty of Tennessee. 

The Friday morning session will be 
the ordinary case clinic conducted by 
W. Ronald Marshall, Paul Revere Life, 
and panelists will be Floyd N. Bailey, 
Shenandoah Life; J. J. Canty, South- 
land Life; Frank P. Hannan, United 
Benefit Life; Dr. John K. Ruggles, 
Paul Revere Life; George L. Clark, 
Philadelphia Life; Ralph W. Hicks, 
Southeastern Life; James D. Ratliff, 
American United Life; and Russell L. 
Wagner, National Life & Accident. 


Lincoln National At 
$9 Billion Mark 


The $9 billion mark of insurance in 
force was passed recently by Lincoln 
National Life. James L. Forman of 
the Glenn G. Lamar agency, which 
represents the company in Birming- 
ham, Ala., wrote the application which 
boosted the company over the $9 billion 
mark of insurance in force. In recogni- 
tion of his part in helping the company 
pass this important milestone, Mr. 
Forman will receive a hand-engraved 
sterling silver bowl. 

John L. Cameron, president of 
Guardian Life, addressed St. Paul 
Assn. of Life Underwriters at a re- 
cent luncheon. 


HteNATIONAL UNDERWRITER 


96% Of Companies In LOMA Study 
Use Monthly Plans For Ordinary 


Among the 215 life companies sup- 
plying data for LOMA’s special re- 
port on monthly payment plans for 
ordinary business, 207, or 96%, re- 
ported that they conducted monthly 
business on one or more plans. 

The report further indicated that 
this type of billing is growing in 
popularity. Of the 207 companies, 141 
have introduced one or more monthly 
plans since Jan. 1, 1953. During the 
same period, 92 pre-authorized check 
plans were started, and 43 more were 
in various stages of consideration at 
the time member companies reported 
to LOMA. 

Among 80 companies reporting on 
1957 business, over 50% said that 
monthly business accounted for 40% 
or more of their volume; over 25% 
said that it was 60% or more. 

Other highlights of the survey are: 
—Sixty-one out of 98 companies re- 
ported a greater number of lapses on 
monthly business in general than on 
all business. Of the other companies, 
15 out of 21 said that lapses on the 
regular monthly plan were greater; 
of 8 companies reporting on pre-au- 





Incorrect Picture Used 
With Harold Allen Caption 


The photograph of Harold Allen 
used in last wéek’s issue with the story 
on page 5 on cooperation between actu- 
aries and lawyers should have been 
that of Harold G. Allen, 2nd vice- 
president and actuary of Bankers Life 
of Iowa. Actually, it was a picture of 
L. Harold Allen, the company’s sales 
promotion director, whose death was 
reported in THE NATIONAL UNDERWRIT- 
ER of Oct. 11. 


thorized check plan lapses, 7 said they 
were less. 

—Among 206 companies, 65 send 
reminder notices on monthly business 
and of 205 companies, 98 make late 
payment offers on monthly business. 

—Of 207 companies, 200 have a 
minimum premium requirement for 
one or more monthly payment plans. 
These range from $1 to $25; how- 
ever, $5 or $10 are the amounts most 
frequently used. 

—Slightly over half the companies 
writing salary allotment or govern- 
ment allotment business have no 
minimum premium for these plans. 


AALU Not To Testify At 


Company Tax Hearings 

WASHINGTON—Assn. of Advanced 
Life Underwriters, as the result of a 
mail vote of its members, has de- 
cided against testifying at the con- 
gressional hearings on life company 
income taxation scheduled to start 
Nov. 17. 

AALU’s reason for considering an 
appearance was to clarify Treasury 
and congressional views on the al- 
leged tax shelter of financed life in- 
surance due to what the Treasury has 
referred to as the “inside build-up” in 
cash values of life insurance, and the 
consequent conclusion that financed 
life insurance is a tax loophole. 

Said the AALU bulletin asking for 
a mail vote: “Stated succinctly, the 
Congress should understand now that 
if there is any substance at all to the 
loophole talk, the problem lies not with 
the borrowing feature but with the 
failure of Congress to subject life in- 
surance companies to the full meas- 
ure of the corporate tax.” 


November 1, ina 


Thrift Group Maps 
Plans To Fight For 
Jenkins-Keogh Bill 


WASHINGTON—T he executiy 
committee of American Thrift A 
bly has approved plans to obtain a 
tion next year on the Jenkins-K 
bill. The assembly is reported to 
contacting candidates for the Sen, 
and House in the coming election 

In a letter to directors, F. Jose 
Donohue, chairman of the assem) 
wrote, “The favorable action on 4 
bill in the last session raised our ho 
for complete success in the con; 
session of Congress. The discussion ; 
this measure on the floor of the Se, 
ate before it was ruled out of order 
not germane to the bill to which} 
was sought to be attached by way q 
amendment by Sen. Potter, jj 
pointed to our areas of strength ay 
to our areas of weakness. It is on th 
latter we hope to concentrate.” 


Four Named ' To Head 
NALU Committees 


Robert W. Frye, Northwestern 
tual, Denver, has been named chai 
man of the 1958-59 committee oi 













servation of National Assn. of lj 
Underwriters, and Sam B. Starrett J; 
Guarantee Mutual Life, Omaha, }; 
been appointed vice-chairman. }; 
Starrett has been chairman of the co 
mittee for the past two years. 

Reappointed as chairmen are Bey 
jamin D. Salinger, Mutual Benefit Lift 
New York, compensation committ 
and William H. Pryor, Connectiey 
Mutual Life, Wauwatosa, Wis., fie 
practices committee. 

— , 

Seattle Life Managers Assn. at 
recent luncheon heard Jack Roone 
Equitable Society, describe “What 
Expect of My Manager.” 





New Officers Of Life Advertisers Assn. 





First row, from left: Warren Reuber, Connecticut Mu- 
tual, executive committee; Edwin P. Leader, Bankers Life 
of Iowa, president; Robert Kieffer, Metropolitan, vice- 
president; Charles Corcoran, Equitable Society, treasurer, 
and Richard Hinderman, Pan American Life, editor. 

Back row: Frank Culp, West Coast Life; Jay Leavell, 
Guaranty Savings Life; Ken Wunsch, Northwestern Mu- 


nasi aw 


retary, Morgan 


committee. 











tual; Clarence Bishop, Protective Life; Robert Ada 

Provident Mutual, and H. Dixon Trueblood, Occidentl 

California, all members of the executive committee. 
Not pictured are: Russell Blanchard, Paul Revere, % 


Crockford, Excelsior Life, and 


Briggs, Southland Life, who is a member of the exe® 
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CHARLES CRUMBLEY 


Charles L. Crumbley of 
Laurel, Mississippi, had 
no previous insurance 
experience when he came 
to Franklin. In 1956, his 
first full year, his earnings 
totaled $8,131.88. In 1957 
he earned $10,791.94. He 
expects to end 1958 with 


_ from $13,000 to $14,000 in 


cash earnings. 

His sales are almost 
entirely on Franklin 
Special Plans. 





LIFE INSURANCE EDITION 


Happier every 


Mr. W. W. Chamberlin, Jr. 
Southeastern Division Manager 
Montgomery, Alabama 


Dear Bill: 


Laurel, Mississippi 
September 19, 1958 


I get happier every day with the “friendly” Franklin. Thank 
you for the opportunity to be of service to my fellow man and to 
make a start towards becoming a financial success. 


Although I have been associated with you fine folks less than 
three years, my future certainly does look bright. In 1956, my 
first complete year, I earned $8,131.88; in 1957, $10,791.94; and 
at the rate I am going my 1958 earnings should be between $13,000 
and $14,000. 


Just think, Bill, without any previous life insurance experience 
I find myself with a company whose liberal commissions and 
merchandise makes it possible for me to increase my earnings 
over $2,500 per year. Our sales-minded Home Office Executive 
staff with the wonderful Franklin Specials and promotional ideas 
is largely responsible for my success. In August I made 15 sales, 
annualized premium $3,693.20; in September to date, 24 sales, 
annualized premium $3,098.85—all on Franklin Specials. 


I am deeply grateful to you and the others who have helped 
make this possible. 
Sincerely, 
Charles Crumbley 


P.S. This new Franklin talking picture on the President’s Plan 
(Assistant Salesman) is really a honey. 


An agent cannot long travel at a faster gait than the company he represents! 















> A RAY r] INSURANCE 
a V IK ILEONY Li COMPANY 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Three Billion Dollars of Insurance in Force 







4 


Fe2NATIONAL UNDERWRITER 


‘Show Me State’ Life Men Get 2 Showings 
Of Sales Methods, Industry Trends 


General Agents & Managers 


ST. LOUIS—With the agency sys- 
tem, the present merchandising facili- 
ties for the distribution of life insur- 
ance is fast approaching the cross- 
roads. The greatest problem confront- 
ing the industry is the avoidance of 
an acute shortage of salesmen to do 
the job of seeing and selling the 
people that will have to be done in 
the next 10 years and beyond, Coy G. 

“Eklund, Equitable Society manager at 
Detroit, told members of St. Louis 
Life General Agents & Managers Assn. 
at a recent meeting. 


Cites Spectacular Growth 


Mr. Eklund went on to say that the 
most spectacular aspect of the life 
insurance business in the past 10 years 
has been its tremendous growth. Life 
in force has doubled; assets of the 
companies have mushroomed; ever 
increasing amounts of living and death 
benefits have been paid out, and the 
industry has prospered and expanded 
so much in this period that there 
would seem to be little need to chal- 
lenge anyone to strong effort, he said. 
“And yet, that is exactly what the 
future calls for, and what the future 
will demand.” 

The challenge of manpower expan- 
sion is the industry’s most compelling 
consideration, he added, “and with it 
being generally predicted that our 
general gross product will exceed $600 
billion in 1970 or thereabouts, push- 
ing that economy expansion is the 

(CONTINUED ON PAGE 15) 


Missouri Life Underwriters 


COLUMBIA—The some 150 persons 
who attended the recent annual meet- 
ing and sales congress of Missouri 
State Life Underwriters Assn. here 
were rewarded with profit-making 
sales tips, as well as basic information 
on estates and taxes. 

The sales congress opened with 
Clarence Meyer, Prudential, Jefferson 
City, association president, in charge. 
He pointed out that the state associa- 
tion was in sound condition and two 
new local and regional associations 
had been added since the 1957 annual 
meeting and then turned the meeting 
over to Robert E. Davis, Equitable Life 
of Iowa, St. Louis, general chairman 
of the meeting and vice-president of 
the association. 

Louis E. Throgmorton, vice-presi- 
dent and director of public service 
Republic National Life, speaking on 
“Why Some Agents Are Lucky,” said 
that luck was not a common denomin- 
ator of the Million Dollar Round Table 
and that there are no “lucky” agents. 
Every successful agent has a great 
understanding of loyalty to company 
and the life industry in general and 
all are hard workers with basic plans 
of operation they really work hard on, 
he said. He emphasized that “We still 
have to sell life insurance. The com- 
panies realize this, and that is why 
they pay commissions to get people to 
do the job for them.” He added that 
the agent should have complete 
knowledge of the policies he sells and 

(CONTINUED ON PAGE 14) 
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Overseas territories Available 





the tools! 


. up-to-date, constantly im- 
proving, field-tested sales tools! 
For example, our new SMALL 
GROUP LIFE INSURANCE kit 
includes: sales letter; sales talk: 
employer, employee, and 
general sales folders: all 
necessary forms and instruc - 
tions—all in one, neat file-fold- 
er package ready to complete 
the sale! Find out more about 
the advantages UNITED LIFE 


agents enjoy 


UNITED LIFE ano 
ACCIDENT INSURANCE CO. 


CONCORD, NEW HAMPSHIRE 


Write H. V. Staehle, Jr., C.L.U., Field 
Management V. Pres., United Life, 5 
White Street, Concord, N.H. STATES 
SERVED: 
Me., Md., Mass., *Mich., N.H., N.J., N.C., 
*Ohio, *Pa., R.I., S.C., Vt. Va. 


* General Agency Opportunities Available 


Brokerage opportunities Available 


give you 


. write now! 


Cal., Conn., Del., D.C., *La., 











Ky. Central L. & A. 
Reported Offered . 
For Sale At $127 


Louisville newspapers are carrying 
the story that Kentucky Central Life 
& Accident is being offered for sale 
to D. C. Parish, a Pittsburgh business 
man. 

Stockholders owning what is de- 
scribed as 51% or slightly more re- 
portedly have authorized an attorney 
to offer the shares to Mr. Parish at 
$127.40 with the stipulation that Mr. 
Parish also must buy the stock of all 
other shareholders who wish to join 
in the deal and deposit their stock by 
Jan. 26. Mr. Parish has until Dec. 15 
to commit himself on the transaction. 

If he accepts the offer, he will pay 
for the stock in cash, it is reported. 
There are 100,000 shares of Kentucky 
Central stock outstanding, and to buy 
51% Mr. Parish would pay $6,497,400. 
The stock has been trading at $85 to 
$90. 

It is also said that Mr. Parish has 
no idea of moving or liquidating Ken- 
tucky Central. 

President of Kentucky Central L.&A. 
is Robert H. West, the son of T. O. 
West, one of the founders. It is stated 
that between 40 and 50% of the stock 
is owned by the West family. 


New Life Company 
Formed At Cleveland 


A new life company, Western Re- 
serve Life, has been organized at 
Cleveland. Full scale operation is 
expected by Jan 1. W. Scane Bowler, 
33, treasurer of Hopkinson, Burridge, 
Pease Co. agency is president and 
Edward D. Landers, 41, general agent 
in Cleveland for Continental Assur- 
ance, is chairman. Vice-president is 
John B. Callaghan, 39, president of 
International Excess of Newark, re- 
presentative of Lloyds of London, and 
also vice-president of the W. D. Cal- 
laghan agency of Cleveland. Other 
officers are Lyman H. Treadway, 
secretary; W. D. Callaghan Jr., secre- 
tary of the Callaghan agency, treasurer 
and chairman of the executive com- 
mittee; Thomas A. Taylor, former 
executive of the Maccabees, assistant 
secretary, and George M. Steinbrenner 
III, vice-president of Kinsman Trans- 
it Co., assistant treasurer. 

The company has sold 100,000 shares 
of stock at $5 per share, to obtain 
$100,000 capital and $400,000 surplus. 
There are 323 stockholders. The com- 
pany has pending with the Ohio de- 
partment a 20-payment life plan 
featuring the return of premiums in 
case of death within 20 years. This 
plan also has coupons attached to the 
policy which may be clipped for cash 
or used to buy paid up insurance or 
left to draw interest. The charter 
policy also carries a 10% sight draft 
of the face amount of the policy 
which, when signed by an attending 
physician, may be presented to any 
bank for immediate payment. The new 
firm also will issue other forms of life 
insurance, including family plan cov- 
erage. It will set up its own agency 
system in Ohio, but eventually will 
expand to other states. 


Indianapolis Life’s field force re- 
corded the largest volume of any Sep- 
tember in the company’s history for 
the month, with paid volume up 20% 
from last year. Insurance in force 
passed the $400 million mark. 
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Knights Life Contre 
Goes To Wortham 
Group Of Houston |", 


Knights Life of Pittsburgh has cif year‘ 
tracted to purchase Union Natig,Manager 
Life of Lincoln, Neb. ick, In 

Union National is 100% owneg program 
American General of Houston. To gjvents 2 
fect the purchase, Knights Life jg jfttendar 
suing 140,000 additional shares of gopfational, 
mon stock which will go to Americal extr 
General, already a 20 to 25% stonulind Mon 
holder of Knights Life, and this wy Occup} 
make American General the contpjfonally | 
ling stockholder of Knights Life vel tal 

American General also owns Amefritcharc 
ican General Life, Home State [jresident 
of Oklahoma, and Hawaiian [jf Paln 
Knights Life has approximately s5yharged | 
million in force, Union National hus its pe 
$200 million, American General |) what | 
$500 million, and Home State Life syed to tc 
million, making the American Gener,he contr 
group’s total life in force $1.4 billing miking 

Knights Life has an authorized cap) “What 
ital of $6 million (600,000 shares ,p75-80?” 
$10 par) with $3 million (300peding g 
shares) currently outstanding. The jsge have 
suance of 140,000 shares in order t are se 
purchase Union National will not 
quire amendment of the articles 
incorporation. After the purchase, 
company will declare a 25% st 
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number of shares to 550,000 and th 
capital to $5% million. 

The head of American General ; 
Gus Wortham. Benjamin N. W 
is president of the wholly own 
American General Life. The Wort 


Knights Life, Union National Lif 
Home State Life and Hawaiian Life} 
and two fire and casualty companies 
—American General and Nation 
Standard, both of Houston. 
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Hardware Mutuals 
To Organize Life 
Running Mate 


Hardware Mutuals of Stevens Poi 
Wis., have taken preliminary steps 
organize a life insurance running ma 
The companies already are writi 
hospital and surgical coverages. 

The new company will be ti 
Sentry Life. It will be a wholly o 
subsidiary of the Hardware Mu 
and will begin business with a capi 
of $1 million and a paid-in surplus 
$1 million. 
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Life-Fire-Casualty — file the 
this me 
mM wit 
Cartwright, Valleau & Co; 16 on 
Members Midwest Stock Exchange Ation re 
Board of Trade Building _—§ “specia 
Chicago 4, Illinois Z mg 
WAbash 2-2585 Teletype CG14% ‘ a. 
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oritrelmid-West Management Conference Presents 
Gm tyst Moving Card At French Lick, Ind. 


fon with attendance slightly off from 
31 but the largest of any of its other 
rgh has ogi years, the 18th annual Mid-West 
on NatignManagement Conference at French 
ick, Ind., presented a fast moving 
owned program of nine speakers plus social 
ston. To ggvents aimed particularly at families. 
s Life is §ttendance was nationwide and inter- 
‘ares of eongational, running from the geographi- 
to Ameriegel extremes of Maine to California, 
25% stoand Montreal to Dallas. 
nd this ya Occupying the banquet spot tradi- 
the contnifonally reserved for an institutional- 
ts Life. fpvel talk the opening night, Oren 
owns Amefritchard, Union Central, Indianapolis, 
> State Ligresident NALU introduced by Alden 
vaiian ij. Palmer, Indiana commissioner, 
imately g5jgparged the business with considering 
National hus its personal problem the question 
Yeneral Lig what kind of dollars will be deliv- 
ate Life syged to tomorrow’s beneficiaries under 
ican Generpe contractual promises the business 
$1.4 billig miking today. 234 
horized cap “What will be living costs in 
)0 shares op75-80?” he asked. “What will suc- 
on (300,0upeding generations say about the job 
ling. The ige have done for the policyholders 
in order tfe are selling today? Will round after 
will not pgund of social security increases 
- articles ypdermine our private enterprise sys- 
urchase, thym until we have a government not 
25% stocgreign, but of foreign prototype?” 
increase th{William Jennings Bryan’s 16 to one 
















Knigh¥ormal discussion at the October 
of five lifficheon meting of the San Francisco 
eneral Lifegneral Agents & Managers Assn. 
tional Liff#d some participants appeared more 
vaiian Lifemcerned than others. However, the 
y companieparge” or allegations were not 
id Nationafinst each other—but mostly against 
kerage companies, A&S companies 









in 
companies not writing A&S and 
tual funds. 

tuals he problem is particularly galling 

. companies not writing A&S or 

ife bup and which are paying salaries 


supposedly full-time life producers. 
ese general agents and managers 
evens Pointe that mutual funds particularly 
ary steps # offenders by actively soliciting 
inning mati full-timers to take on contracts to 
1 such fund securities. It was re- 












re writi 
wi ‘Bled that a “number” of agents with 
| be titlf'Y type of life company are tied up 
holly own Some mutual fund contract. 


sre Mutu"8es are also made that many 
ith a capil posed full time agents are being 
n surplus ted by independent brokers and 
e auto specialty companies to sell 
— and other general lines on 
side, 
Another problem voiced was actions 
Companies seeking assistants or 
right ral agents or managers approach- 
y Successful agents of the other 
: panies without first contacting the 
OCKS Bent general agent or manager. 
s, it was said, is becoming a more 
fluent happening in the San Fran- 
0 area. 
le the subject was not discussed 
meeting, there is also some 
em within the industry regarding 


alty 


mg & Cops and recently a warning was 
; td of the California law. This 

: ption reportedly is the result of 
dingy special? coverages and contracts 


is 6 \ssued by most companies as 


sanpeetitive measures. 
pe CG t the galling part of the proselyt- 
1s to the full-time life agency 
YS 800d salaries for what they 
ected would be the full time effort 
helr salaried agents. 


; collect. 





was virtually a prophecy of today, he 
declared, and the Townsend plan is, 
in effect, a reality. “Will we be so 
selfish in our own lush living that we 
let the government go bankrupt with- 
out protest?” he wondered. 

Opening the sessions on Thursday 
afternoon, G. W. Fitzhugh, vice-presi- 
dent Metropolitan, predicted that the 
business will continue to grow “if we 
exercise reasonable self-restraint and 
self-control.” The primary function of 
the business is to provide life insur- 
ance for the greatest number of people 
at a reasonable cost, he declared, 
saying that all other objectives of 
companies, managers, and individual 
agents must be subordinated to the 
prime principle. 


Issues A Warning 


Mr. Fitzhugh warned that the busi- 
ness and members of it must be will- 
ing to readjust thinking to include new 
developments, to sort the good new 
ideas from the bad which might 
strangle the value of the good ones, 
and to recognize that the future of life 
insurance is bound up with the future 
of the agent. “Life insurance must be 
sold,” he affirmed. “People may know 
that they have a need, but they are 
reluctant to part with the dollars for 
premiums until motivated to do so by 
an agent.” 

The speaker warned that the busi- 
ness has many problems to solve: 
Coverage for more classes of risks 
than now available; expansion of A&S 
to reduce the excuse for government 
intervention, perhaps packaging Life 
and A&S together. He expressed 
interest in seeing how the trend to- 
ward specialization and all-lines writ- 
ing will be reconciled. The individual 
roles of all types of saving and invest- 
ment institutions in the retirement 
picture need to be defined and the 
question asked if banks which pool 
the investments of customers are in 
the field of insurance. 


‘Hysteria Over Social Security’ 


Mr. Fitzhugh warned against “hys- 
teria over social security,” stating that 
“it is here to stay, and proper exten- 
sions won’t hurt but must be watched 
closely to make sure they are proper. 
He warned that the sale of term 
means lapsation in adversity and is no 
help in the fight on inflation. He 
questioned whether too much em- 
phasis is being put on “low net cost 
and cheaper-by-the-dozen.” 

Agents’ associations, he confessed, 
are ahead of home offices in dealing 
with the credit insurance problem, 
where the biggest need is to “get some 
of the shyster companies out of the 
business.” The reversal of the FTC by 
the Supreme Court brings up the 
question of amendment of the McCar- 
ran act, Mr. Fitzhugh pointed out, 
warning life insurance men to watch 
closely the questions the O’Mahoney 
committee is asking state commission- 
ers. 

Increasing operating costs, he said, 
make it essential for home office 
administration and merchandizing to 
strive for greater efficiency; and, 
finally, relations between the home 
office and field must be improved, 
perhaps by exploring a different divi- 
sion of work between them. “Let us 
not waste energy bickering among 
outselves,” the speaker pleaded. 

In a joint presentation following 
Mr. Fitzhugh, W. T. Earls, general 
agent Mutual Benefit, Cincinnati, and 


Francis Davis, director of training for 
the company, reviewed the findings 
from the University of Michigan sur- 
vey center and special Merritt studies 
of the characteristics of the Million 
Dollar Round Table man. 

Michigan, Mr. Earls reported, found 
that the MDRT man differs most 
markedly in the areas of independence 
(does not fit the pattern of the 
“organizational man’), committment 
to the business (74% of MDRT men 
saying they have never considered 
another occupation since going into 
life insurance and very few of them 
writing general lines), and technique 
(the majority of them prefering hard- 
sell and canvassing, with 26% saying 
the professional attitude is a hinder- 
ance). 

The opening banquet was followed 
by an informal gathering in the presi- 
dential suite, headquarters of the 
conference, with Mr. & Mrs. W. T. 
Smith, general agent Wisconsin Na- 
tional Life, Indianapolis, conference 


chairman; Mr. & Mrs. Richard Muel- 

ler, general agent Provident Mutual, 

Indianapolis, president of the sponsor- 
(CONTINUED ON PAGE 19) 
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Comparable year-to-date figures show that Central Life’s 
Sales have consistently run well ahead of the life insur- 
ance industry as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on all plans 
The quantity discount idea, 
first introduced in the United States by Central Life in 
1955, is another example of the sales-minded leadership 
that’s making one of the best one of the busiest, too! 


Coutial Le 


Progressive and competitive, yes ... but not 
at the expense of financial security 


Hunt Warns Okla. : 
Companies On A&H 


OKLAHOMA CITY—Commissioner 
Joe B. Hunt last week announced that 
in an effort to counteract threatened 
federal regulation “we in the depart- 
ment are adopting a get-tough policy,” 
especially in the A&H and hospitaliza- 
tion field. 

The statement was the result of 
some 10,000 letters to the Oklahoma 
department concerning A&H and 
hospitalization claims during the last 
year. After commenting that insur- 
ance buying public is not being prop- 
erly apprised of policy benefits, Mr. 
Hunt declared in a bulletin sent to 
companies writing A&H and hospitali- 
zation in Oklahoma: 

“This warning is to put you on 
notice that you should do your under- 
writing before you issue policies and 
not after you have received a claim. 
Agents who are misrepresenting policy 
benefits and falsifying and omitting 
statements from applications and those 
agents with criminal records should 
be fired.” 
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ASSETS | $160 Million 

SURPLUS | $134 Million 

INSURANCE | $520 Million 
IN FORCE 
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. - . 5. Direct mail. Winners Listed 

64 Life Companies Receive 134 Awards 6. Wall calendars. Aetna Life, 1, 9; Atlantic Lite, 
: 7. Annual report and policyholder Bankers of Iowa, 2, 4, 8; Banker, , 
Of Excellence At LAA Annual Meeting material. | Nebraska, 9; Beneficial, 3; Berkshin 
; : : 8. Brokerage material. i 13; Business Men’s, 2; Canada Life 
Life Insurance Advertisers Assn. Awards were in the following 16 9. Company field magazines or j}, 14: Columbian National . 
members submitted 433 entries for categories, and the numbers following newspapers addressed to agents. Com tit, ¥- Conneaisll 
display and judging at the annual each company name indicate the cat- 10. Employe relations. General. 7: Connecticut Mutual Acut 
meeting in Montreal. Judges repre- egories in which it won awards: 11. National printed advertising. Equitable Society, 4, 9, 10, ie 
—_ advertising ans: and copy, pub- List Of Categories _12. Local or regional printed adver- ¢elsior of Toronto, 1, 2, 9: Gener) 

ic relations, direct mail, life insurance tising. American, 7; Golden State Mutual 
associations, and insurance field rep- 1. Material to motivate agents. 13. Insurance journal advertising. 14: Great American Reserve, 9: G rf 
resentatives evaluated the exhibits 2. Sales aids. 14. Public relations. West, 1, 2, 7, 14; Group Health, sng 
and gave 134 awards of excellence to 3. Prestige and good-will builders. 15. Group coverage. al, 2, 7; Guarantee Mutual, 4 we 
4. Recruiting material. 16. Personal A&sS. Home State Life, 1; Interstate Las 


64 companies. 
: 9; Jefferson Standard, 12. 

John Hancock, 7, 9, 11; Kansas Ci 
Life, 2, 3; Liberty Life, 7; Life y 
Georgia, 9, 12; Life of North America 
2, 8, 16; Lincoln National, 2, 7; Lop. 

= don Life, 7, 9, 11; Manufactur 

Popular, profitable, productive 13; Massachusetts Mutual, 1, 10. 
Metropolitan, 2, 5, 7; Monarch of Win. 

m nipeg, 5; Mutual Benefit Life, 2 4 
P 6; Mutual of New York, 3, 13; No. 

enslion an S tional of Vermont, 2; Nationwide, 16, 

New England Life 1, 7, 11, 14; Ney 

York Life, 2, 14; Ohio National, 1, 2! 
Pacific Mutual, 1, 2, 7, 9; Pan-Ameri. 
can, 7, 11; Paul Revere, 1, 8 46 


; mete Oy eee aye ee Bae ee ee, ee mafite | Peninsular, 9; Penn Mutual, 9, 13: 
CM Pension Plans are exceptional in flexibility, liberal benefits| 5) enix Mutual, 11; Pilot, 2: Prov 








and low costs. dent L.&A., 15; Provident Mutual, |, 
8, 9, 15; Prudential, 7, 8, 11, 12, 15 
1. Four Types of Tailor-Made Plans Security Benefit of Kansas, 4. 


Security Mutual of Binghamton 
e Retirement Annuity Plan: a fully insured plan with a death | N. Y., 2, 5, 13; Southland, 2, 7, 9 
benefit that is equal to premiums paid or cash value,}| 14; Standard Life of Indiana, 13 
whichever is greater. Standard Life of Mississippi, 12; Stat 
Life of Indiana, 5, 13; State Mutual 


e Retirement Income Endowment Plan: a fully insured plan| 1. 5, 7, 14, 16; Sun Life of Canada, | 


with a death benefit that is equal to $1000 for each $10 4, 10; Travelers, 3, 6; Union Central, 2 
9, 13; Union Mutual, 1; United Ta | 


of monthly pension. 8, 15; Washington National, 1, 2, 10. 





Combination Plan: a partially insured plan with conversion ae 
guarantees that can be used with the accumulated auxil-| Mutual Trust’s GA Assn. 


iary investment fund to provide pensions. The death bene- ‘ 
fit is $1000 for each $10 of monthly pension. Meets In New Chicago HO 
Mutual Trust’s general agents’ asso. 


ciation held its annual convention i 


e Profit-Sharing Plan: the employees’ annual profit shares 
the new home office building in Chi 


may be guaranteed to their beneficiaries as much as 15 adberr 

years into the future through a life insurance contract that = for - a sane. | 

has conversion guarantees which can be applied to the] |, evi eter te New You 

auxiliary fund built up over the years. ee eee ee 

auxiliary fun P ) of Sumner, Ia. Other. officers ye 
were Charles Walter, Cincinnati, |: 


2. Liberal Dividends mean benehts at low cost for your client| vice-president; Fred Livermore, Py 

and his employers mona, Cal., 2nd vice-president; Wal 
: Carlson, Iron Mountain, Mich., secr4 
3. Wide Choice of Optional Settlements: the same variety of aaeiarcevserieyi 


favorable options as under regular contracts. 





Occidental Of California | 


4. Later Retirement Advantages: members may postpone elec-| Offers Group A&S Plan 
tion of options until actual retirement date thus earning addi- Occidental of California has if 
tional interest and increased pensions. dada Seen tates tomssneet 

pense plans for groups of 10 to 50e 

5. Simplified Acceptance means that for plans with as few as; Ployes and dependents. : 
ten participants, specified amounts of insurance may be The plans, called Econ-O-Medie, t 
issued without medical exams or conventional evidence of | ire only room and board, oa 

insurability—if applicants are 65 or under and employed at ~ Se SS ‘ade oe 

the time of issue. benefits through options. Hospital ro 
and board benefits range from $6 

6. Home Office Specialists: large staff devoting full time to legal,| $12 per day; hospital services, ! 
tax and technical problems. Full assistance in installing and} $120 to $240; and surgical operatio 
servicing pension and profit-sharing plans. Specimen agree- apd lsh oil nodical Nill 

ments provided at the request of prospect’s legal counsel. in srg oi sie liberalized thro 

addition of features formerly availa 

Our 82 General Agencies throughout the country are equipped,| only with custom-made plans. 

able and eager to help brokers with pension trust prospects. 










So. Cal. Group Managers 
Elect Todd President 


> % { AW J. Frank Todd, Pacific Mutual, ! 
(fh)... The Cornectiont Miatmal | visits tam 
o R- \ een elected president of Group ® 
w ha Lhe onnecttcut A Le agers Assn. of Southern Californit 
"ce Wynne LIFE INSURANCE COMPANY : HARTFORD Other officers elected are: 
al Killingsworth, New York Life, ¥ 
president; and Sanford T. Huss 
Jr., Continental Assurance, sec ela 
treasurer. 
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Foundation and Intermediate Training Courses 
ssn. . « » KEEPING OUR Advanced Training and Education in: 
jo HO TRAINING COURSES Pension and Profit Sharing Plans 


gents’ ass0 ‘ 
nvention i Business Insurance 


ing in Chi AND MATERIALS Estate Planning 


York, W 

Roy Pes FULLY UP TO DATE! Home Office Career School 

cers elect Field Seminars in Intermediate and Advanced Underwriting 
cinnati, 1s 
rmore, P 
Jent; Wal 
Tich., secr 








All designed for Career Underwriters to whom success is more important than leisure. 
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Massachusetts Mutual 
LIFE INSURANCE COMPANY 


ORGANIZED 1851 SPRINGFIELD, MASSACHUSETTS 
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Cold butter is 
hard to cut 


And cold prospects are hard to sell. 


Like butter, prospects are easier to work with after 
they've been warmed up a bit. That’s why we've been 
helping the man who sells Occidental insurance soften 
up a special class of prospect—the man with 10-50 
employees. 


Through Wall Street Journal ads we've been pointing 
out two things to this businessman: (1) The advantages 
of group insurance and (2) The desirability of having 
a professional insurance man help him with his insur- 
ance decisions. 

Altogether, 10 insertions in the Journal will make 4 mil- 
lion impressions on small group prospects! The man 
selling Occidental insurance knows that these repeated 
impressions will make those prospects easier to approach. 


And easier to sell. 





| ccidental Life 


INSURANCE COMPANY OF CALIFORNIA 5 
Mame Office: Los Angeles / W.8. Stonaard, Vice President Y 
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We pay Lifetime Renewals...they last as long as you do! 








IF ITS PERFORMANCE YOU WANT... 


You expect top performance when you attend 
a concert. You want top performance when you buy 
a new car. 

Why should it be different when you purchase 
an insurance policy. Federal Life assures policy- 
holders of top performance, not only on their policy 
but from their dependable Federal Life Agent. Fed- 
eral Life Agents render top performance because of 
the efficient, up-to-date methods used in their new 
home office. 

If you want top performance from an insur- 
ance policy or from Home Office—Federal Life is 
the company for you to contact. 





FEDERAL LIFE 


INSURANCE COMPANY 


6100 North Cicero Avenue, Chicago, Illinois 

















HIA Individual A&S Forum Draws 400 


(CONTINUED FROM PAGE 1) 


popular may be expected to assert 
itself strongly in 1960.” 

Mr. Tilton said there are few Amer- 
icans who do not accept social growth 
but that the insurance business must 
be alert to see “that it is not imposed 
by misguided zeal and_ ignorance 
when our very liberty is challenged.” 

He called on his audience to support 
the leadership of the association, de- 
claring, “Support means continuing 
interest in frequent studies which re- 
quire questionnaires to be completed 
to answer Health Insurance Institute 
and Health Insurance Council calls 
for cooperation or to accept as a per- 
sonal duty the industry’s effort to 
understand, and to be understood by, 
our medical and hospital administra- 
tion public.” 

A continued attack on the “soft 
spots” of medicine and insurance is 
imperative if the U. S. is to escape 
health insurance nationalization, gen- 
eral manager Robert R. Neal of HIA 
warned in his talk. 

In his report, “What Lies Ahead,” 
Mr. Neal drew attention to the events 
which led to the inception of govern- 
ment health programs in Canada. 
“The experience of the plans in the 
three western provinces,” he stated, 
“sinking quickly as they did into 
financial morass before they were 
hardly noticed, added great impetus 
to nationalization of hospitalization in 
order to bail out these state plans.” 


Lists ‘Soft Spots’ 


Mr. Neal listed as “soft spots” in 
the voluntary system of financing 
health care costs, several problems 
which, he said, existed also in Canada 
—solution to the problem of the over- 
aged, protection against the expense 
of catastrophic illness, and care, “not 
of the indigent who are reasonably 
well cared for, but rather of people 
of limited means. Solution to these 
problems—to the extent to which we 
can solve them,” he added, “can come 
only through performance on the part 
of our industry.” 

He reported also on the recent pub- 
lic hearings in Washington in which 
HIA representatives appeared in op- 
position to proposals which would 
have extended social security to in- 
clude hospital benefits. While such 
proposals were not enacted into law, 
Mr. Neal said their consideration by 
future sessions must be expected just 
before the important 1960 elections. 


Wide Responsibility 


Responsibility for the survival of 
the voluntary system does not rest 
with the insurance business alone, 
Mr. Neal declared. “The success of 
the voluntary private health care 
system will be measured by the ex- 
tent to which doctors and hospitals 
can work together to control cost, and 
to which the prepayment facility can 
expand its capacity to include all who 
wish to come within it.” 

Working toward this end, Mr. Neal 
said the recent activities of the Health 
Insurance Council are an indication of 
how the business is working to pro- 
vide better service. Through the coun- 
cil state committees, a cooperative 
program exists which is designed to 
work with doctors and hospitals in 
local communities. Some of the projects 
in which over 400 insurance persons 
are engaged at present in all but five 
states, he announced, are: Encourag- 
ing use of uniform claim forms; as- 
sistance in developing locally adjusted 


November 1, | at 


fee schedules; and the implemen 
tion of hospital admission plans, y; 
Neal called on all companies to 
port the work of the council, say; 
“Much of our future depends on 
success of this program.” 

Travis T. Wallace, president 
Great American Reserve of Dallas 
president of HIA, cautioned that 
right to cancel or non-renew “ 
and in my opinion will, bring disas 
to the industry if abused or careleg; 
used.” ’ 

In his keynote address Mr. Wa 
outlined a four-point course of acti, 
for the business after warning 
passage of legislation bringing goven, 
ment into the health insurance pj, 
ture could occur within two yearn id 
said such legislation is almost ineyj. 
able “unless our industry _ tak 
united, drastic and effective aon 





at once,” suggesting this action shou) 
include: 

—Find ways to provide increasing) 
adequate coverage for catastrophi 
losses in all important areas of healt; 
care. 

—Work with those who provid 
health care, to see that such car 
not priced out of the market. 

—Provide health coverage for i 
lifetime of the insured on a guara- 
teed renewable, or paid up at 6j 
basis, probably reserving the right 1 
raise the rate by class. 

—Find ways of providing, and sl 
ing, adequate protection to the agei 
and the physically impaired, presun 
ably by sub-standard rating. 


Cancellation Right Is Dangerous 


Mr. Wallace observed that at pre 
ent 85% of the health insurance i 
force is not on a non-can or guara: 
teed renewable basis. “This right 
cancel or non-renew can, and in m 
opinion will, bring disaster to the in 
dustry if abused or carelessly used 

“Every company with commertid) 
or industrial business should im 
mediately reexamine its practice « 
non-renewal, he said. “Unless it ha 
already been done, each compat 
should, by administrative action, ° 
otherwise, restrict their non-renev: 
privilege. While we may justify 
ourselves the right to cancel sole 
because of deterioration of healt 
after the policy is issued, we can ne’ 
er in a thousand years, justify it 
the public. 

“Therefore, in my opinion, eve 
company should give immediate cu 
sideration to voluntarily surrender 
by administrative action, or othe 
wise, the right to cancel solely } 
cause of deterioration of health afta 
policy issue.” 

Mr. Wallace said he thought 
right to cancel. because of deteri0 





tion of health “has always 
grossly over-valued.” 
“I firmly believe,” he  declarti 


“that no company has gained as mt 
as it has lost, when lapsed policid 
the good will of policyowners 
the public, and equally important, 
demoralization of salesmen 1s “™ 
sidered.” 

If present rates are not adequé 
Mr. Wallace said, the solution 1s 
raise the rate. If reserves are iat} 
quate, “increase in premium may } 
the answer, cancellation is not.” 


Robert M. Ryker, president of Gt 
Northern Life, has joined Insurd 
R.&R. He was formerly with * 
company from 1945 to 1947. 


YIM 
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Each year the number of Kansas City 
Life policyowners from coast to coast 
continues to grow! 
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Each year the amount of insurance in 


> the age force increases. 
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Holding the key to this fact-and-figure success 
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Life Advertisers Assn. 


(CONTINUED 


still in the experimental stage. New 
York Life has established these ground 
rules: The agent must be a member 
of a production; he must be in at 
least his third year as an agent; the 
ads must have his manager’s approval; 
the agent must agree to engage in a 
regular program of local advertising. 

Mr. Innes said he wondered if 
insurance advertising and the public 
relations people looked upon local 
cooperative advertising with the right 
attitude. 

Company The Lucky One 

“Instead of our thinking the agent 
is lucky to take part in local advertis- 
ing, shouldn’t we think that we are 
lucky that the agent is helping to pay 
for advertising that gets more dollar- 
for-dollar value than any other ad- 
vertising we do?” he asked. 

Flexibility, continuity, and simpli- 
city in the ads and in the instructions 
to the agents on how to use them 
should be a key to all local cooperative 
advertising, he said. He quoted some 
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FROM PAGE 1) 


“horrible examples” of over-technical 
language in instructions to agents— 
language that would probably scare 
the agent off. 

As spokesman for the sales promo- 
tion panel, Herbert J. Kramer, Travel- 
ers, belittled the public relations 
attitude that regards agents as profes- 
sional men. 

“For us sales promotion people,” he 
said, “agents are salesmen, not profes- 
sionals, and there is no mass market, 
only individuals.” 

He said the agent is not big business 
but “a guy operating out of his hat.” 
He climaxed his talk by spreading a 
streamer across the stage on which 
were pasted 38 varieties of sales 
promotion approaches. 

C. Sewell Weech Jr., Baltimore Life, 
said sales promotion men are always 
looking for something new. Such ideas, 
he said, may be entirely new or they 
may be interesting sales promotion 
ideas from other companies that can 
be adapted. 
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Pilot Life agents like working with their company, the 
company with the Big Plus. 

They find selling strength in the “4% interest on 
funds left with The Pilot.” They find security in the 
close partnership between Pilot home office and Pilot 
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They find power in Pilot Life’s multiple lines in 
life, group, and accident and health fields. 


They like Pilot Life’s unique plans: Major Medical 
that fills heavy demand among groups for complete 
small-group plans; 
monthly premium plans; hospitalization plans with 
guaranteed weekly indemnities and blanket accident 
insurance for students, campers, 4-H groups, scouts, 
and amateur basketball teams. 
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Lillian Gilster, Franklin Life, told 
about a 13-pound audio visual kit her 
company had prepared for its agents. 
Although the cost is $95, some 800 
have already been ordered by agents, 
and 800 more are on order. She also 
mentioned that a home office presen- 
tation on a new policy was completely 
revised when one of the company’s 
million dollar round table members 
from St. Louis came up with a better 
presentation. 

The public relations panel was 
headed by H. Dixon Trueblood of 
Occidental of California, who _ said 
“agents and insurance public relations 
people generally agree on what both 
want, but don’t always agree on how 
to go about it.” 


Image Vs Reality 


Mr. Trueblood said that until the 
agent does some or all the things that 
create a good public image, only 
limited help can be given by public 
relations people—in fact it would be a 
mistake to try to help create a public 
image of the agent that did not reflect 
what people actually observe in their 
personal experience with the agent. 

Donald E. Lynch, Mutual Benefit 
Life, spoke of the broad public rela- 
tions outlook which his company has 
adopted in training agents. The com- 
pany uses a four-page check list to 
test its newer agents in their public 
relations approach to their jobs. 

John Lobingier, LIAMA, pointed out 
that insurance public relations and 
advertising executives are helping 
agents in telling people about them, 
“but that is only 10% of the job,” he 
said. “The 90% that is being neglected 
relates to the agent’s performance, 
what he says, what he does. We should 
help stimulate him to perform better.” 

Mr. Lobingier mentioned several 
practices which public relations should 
help the agents improve allowing 
valuable policies to lapse; selling a 
policy that a policyholder doesn’t need; 
not fully explaining health insurance; 
selling a policy and not visiting the 
policyholder again; selling a _ policy 
that the policyholder doesn’t under- 
stand. 


Closer Liaison Would Help 


He said that some of these problems 
could be solved by a closer liaison 
between public relations advertising 
and sales promotion executives with 
their agency departments. A _ lively 
question-and-answer session followed 
the 45-minute presentations by the 
three-man panels, the entire seminar 
lasting almost three hours. 

During this discussion, Marvin Ko- 
bel, director of publications of National 
Assn. of Life Underwriters, suggested 
that public relations men from the 
home offices attend NALU meetings 
with a view to learning at first hand 
what the agents consider to be the 
public relations problems that affect 
them in their operations. 

Postmaster-general William Hamil- 
ton of Canada, the opening speaker of 
the convention, discussed Canada’s 
new role in the North American 
economy. 

The next scheduled speaker, Orson 
Hart, economist and 2nd vice-presi- 
dent of New York Life, was unable to 
be present because of illness in his 
family, and his talk on life insurance 
in a changing economy was read by 
Mr. Abbott. 

Mr. Hart said that despite substan- 
tial growth in life insurance invest- 
ment income over the last several 
years, the growth of assets as an 
industry actually was smaller in 1957 
than it was in 1956 or 1955. 
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“It seems obvious to me that icture 
cannot lightly disregard these tr ffer ¢ 
that are developing with respeg posse” 
our asset growth,” he said. “Consiq a 
ing the far-reaching changes , it is a 
seem to be occurring in the soy, life in: 
of our investment funds, we face from ¢ 
tremendous challenge in maintaiy; not sel 
the rate of our asset growth. For, differe 
less that challenge is met, the ; related 
insurance business will lose its , sumer 
eminence in the financial world yr, ( 
important savings functions perfor, er use 
by us at best will be performe roof 0 
pouty and they may not be perfom Pich 
at all.” 

Mr. Hart said it is no secret 4 nei 
New York Life has long been troy effectiv 
by the trends he was referring to , Also. 
has made careful studies of a oe 
growth. of $0 0 

“We have done so because we jf have I 
lieve that asset growth is of » potenti: 
importance to our business and of g attempt 
greater importance to the gene® In this 
economy,” he said. “Pursuant to ths and Eq 
studies we have offered to the putj life ins 
policies involving substantial jnye Other | 
ment features and these policies as this apt 
expected have enjoyed an excell 
market reception. Search 

“Through such policies and throug not! 
rigorous examination and reexamixf authori 
tion of cost, we are hopeful of dive world, 
ing an increasing amount of disposi certain 
income into the capital market is const 
other words fulfilling what we bela will re 
is an important economic responsibil} insuran 
of our business, the encouragement} 4 symt 
thrift, that an adequate volume § rather 
savings may be created to finance tf Gilman 
tremendous demand for capital we 4 knowin 
ahead of us.” Life 
Sees Rising Capital Demand bent 

Mr. Hart said that unless the s an ro 
ture of the American economy chang his life 
radically, the demand for capital “Taki 
be considerably larger 10 years hei helps h 
than it is now. Moreover, considerif meanin 
the inherently inflationary factors ti the sche 
seem to be introduced more or k 
regularly into the economic systq Denyin: 
the development of capital funds fr “Wor 
non-bank sources is a matter of p alg a 
found importance to the welfare death. ] 
all, he said. that the 

“Let us see that our histori hg 
record as the leading savings insti eam 2 
tion is maintained and enhanced Pe pr 
the critical years that lie ahead,” “rhis 
said. “For there never has been a ti ie the 
when savings were more essential parc 
a stable economy.” consum: 

That afternoon there were and his 
highly enlightening talks from au! way of 
ities outside the business. emphasi 
Life’s Survey Figures this apr 

fully in 

Bertram Lange, manager of mi ever, e3 
ing services of Life magazine, 
closed some figures from Life’s L 
sumer survey, giving a breakdow1) E 
life insurance ownership accorditg 
various categories and sub-categit East 
It is reported elsewhere in this 4] y Wes! 


Irving Gilman, vice-president 4] Eos, 


Institute of Motivational Resedl! East 
pinch-hitting for Ernest Dichter, 
of the institute, talked on what my - 

. West 


vates people to buy. 
Mr. Gilman criticized what he : Rocky W 


the “gray curtain of sameness Wg yy West 
covers so much advertising” Rocky W 
life companies. South 
“However valuable a theme ™§j Compre} 
the fact that two or three comp able all 
are using it in a similar way is Dj dential } 
to cause consumer confusion,” he§ Write fo 
“Moreover, when the reader gation tc 
Saturday Evening Post comes ® FE 
an insurance ad on every other insyp, 
he tends to come away With #305, w 


impression of having seen 4 
insurar\ce ads but without a very 
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me that ¥ picture of what any of them had to 
these tre offer or what company was advertis- 
h respect ‘ ” 
1. “Consias Mr. Gilman warned, however, that 
hanges 4 it is not enough to be different. The 
the soung jjfe insurance ad that strays too far 
» We face} from the needs of the consumer will 
Maintaing§ not sell life insurance, no matter how 
wth. For different it is. It must be closely 
net, the } related to the goals which the con- 
lose its p sumer sees as his goals. © 
1 world, Mr. Gilman recommended the great- 
MS perfomg or use of life insurance ownership as 
erformed § proof of adulthood. He said advertising 
be perfom® which utilizes the marriage or engage- 
ment occasion as an appropriate time 
) secret tif tp purchase life insurance could prove 
een troubig effective with the young adult. 
"1Ting toa Also, he said, life insurance ads that 
les Of af ponvey the family-oriented attitudes 
of so many of today’s consumers will 
‘ause we have more meaning for the young 
Is of gy potential purchasers than will any 
S and of eg attempt to frighten or coerce them. 
the gene§ in this connection he cited Prudential 
uant to thg and Equitable Society ads identifying 
to the put life insurance with the family group. 
ntial inve§ Other companies are also turning to 
Olicies as this approach, he noted. 


an excell arch For Authority 


and es Another factor is the search for 
i reexamin§ quthority. In a complex and changing 
world, even the mature adult is un- 
certain about what he should buy. He 
4 is constantly looking for someone who 





> volume f rather than the friendly adviser. Mr. 

o finance Gilman said that he must become the 

apital we knowing authority who wants to help. 

Life insurance can also be used to 

ad help people find a purpose in life, 

helping the individual step out of his 

2ss the str} own time span and view- himself and 
1omy ¢ his life from a longer vista. 

r capital “Taking out a life insurance policy 


y factors ti the scheme of things,” said Mr. Gilman. 
more or | 

omic systq Denying Death Is Obstacle 

al funds 


“Working against this, however, is 
the tendency in our culture to deny 
death. In doing so, we ignore the fact 
that the tragic elements in life give it 
a deeper meaning. In running away 
from any discussion of death, we fail 
to accept maturely the reality of death. 

“This presents a particular problem 
for the life insurance advertiser who 
is aware, at the same time, of the 
consumer’s desire for fundamentals 
and his maturity in other areas. One 
way of solving the problem is to 
emphasize insurance for living—and 
this approach has been used success- 
afer in recent years. It cannot, how- 
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permanently nor completely. Each of 
us must face it and come to peace 
with it somehow. The life insurance 
company that can help the consumer 
do this will be taking an important 
step forward in an age which is 
searching for mature answers to its 
questions.” 


Must Recognize Changes 


Mr. Gilman said that in all their 
advertising the life companies must 
do more than recognize superficially 
the changes which are taking place in 
our society. 

Alfred J. Seaman, executive vice- 
president of Compton Advertising, 
Inc., New York City, said that “to 
put your message across to the busy 
consumer—to break through the fren- 
zy-barrier—your advertising and pro- 
motion and public relations efforts 
must be so integrated that all of it 
adds up to a single, meaningful, con- 
sumer-rewarding impression. 

“And it must be simple,” he said. 
“This is what takes wisdom and self- 
control. The consumer can remain 
sane and organized only by establish- 
ing bins in his mind. One bin for 


politics, one bin for toothpaste, one bin 
for automobiles, one bin for life insur- 
ance ... Only a few verbalized con- 
cepts for each product class. Only one 
active prejudice for a product or a 
company. These may change from 
time to time, but each classification 
must be simple at any given moment.” 

Judd C. Benson, manager of the 
home office agency of Union Central 
Life of Cincinnati, was the lead-off 
speaker the second day, speaking on 
what the agent expects from life 
insurance marketing. He offered the 
following suggestions as to what the 
field men would like to have as a 
result of “present day life insurance 
marketing:” 

1. Assurance that the companies are 
firmly and finally committed to the 
agency system. 

2. Recognition that the companies 
regard the policyholder as being a 
client of the agent, as opposed to the 
philosophy that the company has paid 
the agent for getting a piece of busi- 
ness and from that point on he has no 
part in the relationship between the 
policyholder and the company. 

3. Assurance that new policies and 


1] 


sales procedures will have been field- 
tested by men on the firing line before 
being announced. 

4. Assurance that the companies are 
primarily interested in contracts that 
are properly priced, that the published 
dividend projections are very realistic 
and that company officials “have the 
courage to resist the temptation to 
outguess the next company or com- 
panies as to dividend projections.” 

5. “It seems to me there has been a 
great tendency to over-emphasize the 
living benefits and fail to drive home 
with great force and effectiveness the 
fact that life insurance is designed to 
protect the beneficiaries of men who 
die too soon or who become disabled 
during their productive years.” 

6. A stronger promotion of the 
equities built into life insurance poli- 
cies as the world’s finest diversified 
investment for the average man and 
unquestionably the cornerstone of the 
estate built by both the rich and the 
average man. 

7. Help the field force find the 
answer to the one great question in 
life insurance marketing: “How do we 

(CONTINUED ON PAGE 18) 
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Editorial Comment 
PR Begins-Or Fails-At The Top 


We hope that top management in 
life insurance will read and ponder 
the book just issued by Life Insurance 
Advertisers Assn., “Public Relations 
for Life Insurance Companies.” This 
exhortation may seem a little brazen, 
since we wrote a small bit of the book. 

- But there is so much that we didn’t 
write, and that we found so valuable, 
that we feel no immodesty in urging 
the widest possible reading of the 
volume. 

We particularly hope it will be read 
by those in top management who feel 
they have no need to read such a book, 
for they are the ones who need it the 
most. They are the ones who can do 
the most for life insurance public re- 
lations, because without the broadest 
following of sound PR principles 
among all companies the most diligent 
efforts of the PR experts are going to 
be hampered seriously. 

In fact, the greatest obstacle to 
sound public relations practices in the 
life insurance business—as in any 
business—is that top management in 
a depressingly large number of com- 
panies has only a vague idea of what 
public relations really means. The 
most common error is to confuse it 
with press relations or publicity han- 
dling. Good press relations is part of 
public relations but not a large part. 

Perhaps the first step in any sincere 


move toward sound public relations on 
the part of top management is to re- 
tain a public relations executive of 
sufficient stature and integrity to tell 
the boss when he’s really practicing 
enlightened public relations and when 
he isn’t. The PR chief should of course 
have imagination and creative ability, 
but without tough-minded integrity he 
is only a witch-doctor who is able to 
kid the head man but isn’t kidding the 
public much, if any. 

Public relations is so fashionable 
these days that the yearning to cash 
in on its benefits is almost comical. 
More often it is depressing, because it 
is so evident that the understanding 
of public relations is so superficial and 
the wish to benefit by it without giv- 
ing more than lip service to its pre- 
cepts is so transparent. 

A thoughtful reading of the LAA 
public relations book should do much 
to bring realistic thinking about PR 
to those places in top management 
where it is still needed, but the book 
will benefit anyone else who is in the 
slightest degree interested in life in- 
surance PR. Donald E. Lynch, PR di- 
rector of Mutual Benefit Life, and his 
committee deserve great credit for the 
job they have done. Their best reward 
will be the widest possible reading of 
the book and the following of its ad- 
vice.—R.B.M. 





Personals 


Dudley Dowell, executive vice-pres- 
ident of New York Life, has been 
elected a director of J. Henry Schroder 
Banking Corp. and Schroder Trust Co. 


Allen V. Dowling, the new president 
of North American Accident of Chica- 
go, entered the life 
business in 1945 
with American 
National. He _ be- 
came general 
agent in Nebraska 
for Ohio National 
in 1949, and later 
was at the head of- 
fice. In 1953, Mr. 
Dow ling joined 
Franklin Life as 
midwest director 
of agencies with 
headquarters in 
Omaha, the following year becoming 
vice-president of the home office staff. 


Chairman Paul F. Clark of John 
Hancock was Massachusetts _ state 
chairman for the United Naticns day 
ceremonies in Boston. He presented a 
United Nations day award to Gov. 
Furcolo in the hall of flags in the 
state house and delivered a_ short 
address commemorating the occasion. 





Allen V. Dowling 


John L. Briggs, vice-president and 
director of public relations of South- 
land Life, is hospitalized in Dallas as 
the result of a mild coronary attack, 
which also kept him from attending 
the Life Insurance Advertisers Assn. 
annual meeting in Montreal. 





California Life has been licensed in 
Idaho. 


Deaths 


R. L. DANIEL, 90, former Texas life 
insurance commissioner and ex officio 
chairman of the old board of insurance 
commissioners, died at his home in 
Victoria, Tex., following an illness of 
several weeks. Mr. Daniel twice served 
on the old board, his first term being 
from 1925 to 1927 and his second from 
1933 to 1939, during which period he 
was active in councils of National Assn. 
of Insurance Commissioners. 


MRS. JACK L. BATCHLER, the wife 
of Jack L. Batchler, vice-president and 
secretary of Kansas City Life, died. 
She was widely-known as a concert 
pianist. She used the professional 
name of Daisy Nellis. She also was 
featured on the vaudeville stage where 
she played only classical compositions, 
to good reviews. 


T. ALEX HEISE, 76, a national 
director of Woodmen of the World of 
Omaha since 1940, died in his home 
town, Columbia, S. C. Mr. Heise also 
served an unprecedented record of 32 
years as sheriff of Richland county, 
S.C. 


HUGO VICTOR, 64, died of a heart 
attack. A member of the Victor-Winter 
agency, general agents for Minnesota 
Mutual Life, he was a past president of 
St. Paul Assn. of Life Underwriters 
and of St. Paul General Agents & Man- 
agers Club. 





Norman Hyman, Massachusetts Mu- 
tual Life, Milwaukee, was guest 
speaker at the October luncheon of 
Racine-Kenosha Life Underwriters 
Assn. 


Communications To 
Get Spotlight At 
LIAMA Annual Meet 


Effective communications in various 
areas of agency management will be 
discussed during the opening session 
of LIAMA’s annual meeting in Chi- 
cago Nov. 10-13. This Tuesday morn- 
ing session has been planned by the 
education and training committee 
with Clifford L. Morse, agency vice- 
president of Phoenix Mutual, as pro- 
gram chairman. 

Ralph G. Nichols, professor of 
speech and chairman of the depart- 
ment of rhetoric at University of Min- 
nesota and a well-known author and 
lecturer, will address the meeting on 
“Listening Is Good Business.” 

“Automation Demands Better Com- 
munication” is the topic to be dis- 
cussed by the committee chairman, 
Karl H. Kreder, 2nd vice-president of 
Metropolitan. George D. Covell, agency 
vice-president of Berkshire Life, will 
discuss “Communicating Sales Experi- 
ence.” 

Development Program Dramatized 

“Keep ’Em In Orbit,” prepared by 
LIAMA’s staff editor, James L. How- 
ard Jr., will dramatize LIAMA’s agent 
development program. Participating 
will be three consultants from the 
company relations division, G. Fred 
Affleck, Fred G. Jarvis and John A. 
Miller. 

William O. Cummings, LIAMA di- 
rector of executive training, will dis- 
cuss communications between home 
office and field. 

The final session of the annual 
meeting Thursday morning will fea- 
ture W. H. Gove, president of the Bill 
Gove Organization, Coral Gables, Fla., 
who will talk about relationships be- 
tween people; Ardell T. Everett, 2nd 
vice-president of Prudential, who will 
discuss “Health Insurance—the Achil- 
les Heel of the Agency System,” and 
Charles J. Zimmerman, president of 
Connecticut Mutual, whose topic is 
“Truth or Consequences.” 


Rob Metropolitan In Chicago 

Two robbers, one armed, forced 
their way into Metropolitan’s office at 
1631 East 71st street, Chicago, collect- 
ing some $3,000 from six agents and a 
safe. The men asked only for “com- 
pany money.” 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, October 28, 1958 



























Bid Asked 
Aetna Life 198 203 
Beneficial Standard. .................... 14% 154% 
Business Men’s Assurance .......... 87 90 
Cal.-Western States 00.0.0... 101 105 
Columbian National ..... 116 122 
Commonwealth Life ..... . 24% 25% 
Connecticut General ..... . 302 306 
Continental Assurance .... . 152 155 
Franklin Life ..................0. 78Y2 80 
Great Southern Life ..........0.......... 87 92 
Gulf Life 23% 2412 
Jefferson Standard uu... 8642 88 
Kansas City Life .........: 1560 1590 
Liberty National Life 40 43 
Life & Casualty ....... 214% 2242 
Life of Virginia .............. 50 53 
Lincoln National Life .. 199 204 
National L. & A. ........... 9942 102 
North American, Il. ... 20% 21% 
N. W. National Life ...... 89 Bid 
Ohio State Life ............ 340 360 
Old Line Life .............. 58 63 
Republic Natl. Life .. 55 57 
Southland Life ............ 109 114 
Southwestern Life «0... 129 134 
Travelers 89 91 
United, Il. 4842 50 
U. S. Life 45 46 
Wisconsin National Life .............. 68 71 
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490 E. Fourth St., Cincinnati 2, Ohio | he S 
Telephone PArkway 1-2140. actors s 
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SALES OFFICES amily s 

ATLANTA 38, GA.—432 Hurt Bldg, tp" SUbur 
Murray 8-1634. Fred Baker, Southeasten) [0 the 
Manager. pointed « 
BOSTON 10, MASS.—80 Federal St, anf! 8S 
342, Tel. Liberty 2-9229. Roy H. langp9% car 





Southern New England Manager and Dam 
L. Davis, Northern New England Ma 
ager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd,44% carr 
Tel. Wabash 2-2704. A. J. Wheeler, Chicago 3 
Manager. R. J. Wieghaus and William D. 
@’Connell, Resident Managers. 


CINCINNATI 2, OHIO—420 E. Four 
St.,, Tel. Parkway 1-2140. Chas. P. Woods 
Sales Director; George C. Roeding, Asse} In term 
ate Manager; Roy Rosenquist, Statistician 
OLEVELAND 14, OHIO—1367 E. 6th 
Lincoln Bldg., Rm. 208, CH 1-3396. 
Blesi, Resident Manager. 


nder age 
n the 40 t 


DALLAS 1, TEXAS—309 Employers Insi 
ance Bidg., Tel. Riverside 7-1127. Alfred 
Cadis, Southwestern Manager. 


DENVER 2, COLO.—234 Common 
Bldg., Tel. Amherst 6-2725. J. 
Bbelhardt, Rocky Mountain Managet. 
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DES MOINES 9, 10WA—327 Insurance Er 





change Bldg. Tel. Atlantic 2-866, D. if M0 tribu 
Stevenson, Resident Manager. ell’s lear 
DETROIT 26, MICH.—613 Lafayette Busg® Of S 
Tel. Woodward 5-2305. William J. Gessiag™ce appl: 
Manager tor Indiana and Michigan. 9.5 millic 
INDIANAPOLIS 20, IND.—5634 N. Bui! Marked 
St., Tel. Clifford 3-2276. William J. Ge t year 
Manager for Indiana and Michigan. 5 
comps 
MINNEAPOLIS 2, MINN.—1038 Northwetinclosed i 
ern Bank Bldg., Tel. Federal Make pr 
hwestern Manag. p_, Prese 
Howard J. Meyer, Northwestern yere cons 
NEW YORK 38, N. Y.—17 John Sgents and 
Room 1401, Tel. Beekman 3-3958. J. 14 First ye 
Curtin and Clarence W. Hammel, New Yah 1), "aba 
Managers. D Fis 
NBWARK 2, N. J.—10 Commerce Cty Mbbattia [a 
Market 3-7019. John F McCormick, ® ’ ‘ 
dent Manager. es and J 
PHILADELPHIA », PA.—123 S. Broad Sf ‘°OPles: 
Roem 1027, Tel. Pennypacker 5-3706. Robey”. 
l. Zoll, Middle Atlantic Manager. 
ST. LOUIS 2, MO.—221 Pierce Bldg. ™§ The Fred 
Chestnut 1-1634. Geo E. Wohkigemuth, neral age 
dent Manager. e, sold 1 
? 
SAN FRANCISCO 4, CAL.—582 Market $4, during 
Tel. Exbrook 2-3054. Robert L. af 
Pacific Coast Manager. bd of 
» tne ne 
CHANGE OF ADDRESS their yee 
Be sure to enclose mailing wrapper *#aaing age 
new address. Allow three weeks for c¢ ein Was! 
tion of the change. Send to subscrintion Gin 
fice, 420 E. Fourth St., Cincinnati % ler, C 
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TER 44% Of ‘Better Educated’ Families Have 
, navies Less Than $2,000 Coverage, Survey Shows 


‘spaper #4 . nong the better educated families, 
Tasuranee}o77, carry no life insurance and 17% 
have less than $2,000 coverage, ac- 
E Mording to a recent survey by the 
yy, parketing services of Life magazine. 
" NY igyf In the college-educated group the 
Mi survey disclosed that 13% have no 
: tehel) : 
lactariane (life insurance, 8% have less than 
$2,000 and 20% range from $2,000 to 
136,000 in protection. 

Results of the extensive study were 
ago 4, Il ed by Bertram Lange, manager 
>rwx Cae Os alee services at the 
Burridge Fannual meeting of the Life Insurance 
an Advertisers Assn. at Montreal. 


R. 
119% Have Some Coverage 


While it was found that 79% of 

TWX Co my households own some life insurance, 
d J. OBrin f6% of this 79% have less than $2,000 
: ace value; 27% have from $2,000 to 


)FFICE 


ICE 


ICE 6,000; 18% have $6,000 to $10,000 and 

ti 2, Ohio, 63% have $10,000 or more. 

2140. “So you see, 50% of the 10,000 
households studied in the Life maga- 
ine survey really have only token 

esident, overage, or generally, inadequate 

resident, fyotection,’ Mr. Lange pointed out. 


ry-Treasu: { The survey was based on major 
a be actors such as the value of the cover- 
bse, income and age groups, education, 
amily status, occupations, and rural 
br suburban dwelling. 
In the income factor, Mr. Lange 
pointed out that in households where 
barnings ranged from $3,000 to $5,000, 
9% carry no insurance; 16% have 
less than $2,000 and 37% have cover- 
e ranging from $2,000 to $6,000. In 
e income bracket of $4,000 to $5,000, 
ackson Bivd,a4% carry no insurance and 11% have 
eler, Chieatit..; than $2,000 protection, while in 
e income range of $5,000 to $7,000, 
0% are not covered and 7% have less 
an $2,000. 













}, Statisticatthat 59% of all households headed by 
1 E. 6th sgomeone under age 30 have less than 
1-3396. Pul§6,000 in insurance protection. This 


mount also applies to 55% of those 
ployers der age 40 years and 57% of those 
the 40 to 49 age group. 


127. Alfred 
: 


“In studying the total market for 
consumer goods and _ services, we 
learned that the family-status had a 
considerable effect on buying patterns 
which derived from obvious needs,” 
said Mr. Lange. “This influence ap- 
parently doesn’t extend to life insur- 
ance and indicates that in family-sta- 
tus terms, life insurance ownership is 
almost homogeneous. 

“The households under 40 years of 
age with no children own life insur- 
ance to approximately the same per- 
centage and in roughly the same 
amounts as households with young 
children and households with teen- 
agers. This indicates that there is a 
constant tug-of-war raging in the 
pocketbook of the householder with 
children, whether he will, on one hand, 
provide protection for the household, 
or whether he will accede to the more 
temporal demands of his family to 
provide a constantly increasing stand- 
ard of living.” 


Breakdown By Occupations 


From the viewpoint of occupation, 
the survey discovered that 46% of all 
professional and business executive 
households have $10,000 coverage or 
more but a surprising 40% have either 
no insurance or hardly adequate cov- 
erage. 

In conclusion Mr. Lange _ stressed 
that the consumer market is growing 
in definable directions and that all 
these directions “seem favorable to the 
insurance business” but it is now 
clearly indicated that the younger, 
higher-income, better-educated house- 
holds do not dominate the life insur- 
ance market as they do the markets 
for many consumer products. 

“We believe that through the use 
of the studies disclosed here today, 
combined with the industry’s knowl- 
edge of markets, the insurance busi- 
ness will be able to predict its future 
‘markets in a way that will help 
advance your industry to an even 
greater achievement,” said Mr. Lange. 
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ommonwetreneral Life Of Seattle 
Mena: Marks Ist Birthday 


inaoen D. if 12 tribute to President W. L. Camp- 
ell’s leadership, agents of General 


ife of Seattle submitted life insur- 




















—_— nce applications totaling more than 
ichigan. 9.5 million in a special sales effort. 
gs4 N. Rui! Marked the end of the company’s 
am J. Ge t year of operation Oct. 1, 1958. 
ichigan. e@ company has written $44,849,577. 
38 Northwetgnclosed in a giant first anniversary 
i“  pke presented to President Campbell 


ere congratulatory messages from 
gents and employes. 

First year anniversary ceremonies 
the home office, were attended by 
. D. Fisher, chairman General of 
pattle, Joshua Green Sr., vice-chair- 
an, and Joshua Green Jr., president 
Peoples National Bank of Washing- 
n. 


17. John ° 
3-3958. J. 1 
nel, New Yor 


nerce Ct, 2 
‘ormick, 


S. Broad 
5-3706. Rot 








lager. SN 

ce Bids. ®§ The Fred F. Sale agency, a St. Louis 

igemuth, /Freral agency for General American 

82 Market €, sold more individual life insur- 

7 hee during the month of September 
an any of the company’s other agen- 

“a *s. The next three agencies, in order 






their qualification, were: the Ka- 
saiNa agencies, Honolulu; Brem & 
"in, Washington, D. C., and James 
Gilles, Columbus, O. 
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Big Nine Month Gains 
For Occidental Of Cal. 


Occidental Life of California in the 
first nine months had total sales of 
individual and group amounting to 
$1,150,385,312, an increase of 23% 
over the same period in 1957. Indivi- 
dual business was $865,583,060, up 
21%, and group sales were $284,802,- 
252, a gain of 30%. 


New York oni Meeting 
To Feature Other Side Of 
Bank Loan Plan Story 


Joseph N. Desmon, general agent of 
Continental Assurance at Buffalo, who 
contends that it is about time that 
everyone learned the “complete story” 
about bank loan plans, will be the 
featured speaker at the educational 
meeting of New York City Life Un- 
derwriters Assn., Nov. 13, in the north 
ballroom of the Hotel Astor. 

Mr. Desmon, whose talk will be a 
sequel to the October educational 
meeting which included advocates of 
the bank loan plan, has never written 
such a plan and has still managed to 
show a production record in excess of 
$2 million every year since 1950. 


LIFE INSURANCE EDITION 


YOU Can Start a Chain Reaction of Sales . . 
by Joining the March to N.A.A.I.C.* 


Your future with this company can grow . . . and grow: 


New, Streamlined Life Portfolio! 


NAAIC’s Life lines have been revised—realistic, saleable rates. 








=m Outstanding Agency Contract! 





There are other reasons, too, why top 
insurance men know it’s smart busi- 
ness — profitable business to work 
with the North American Accident 
Insurance Company — Chicago. 


@ Top Commissions .. . 
Level A&H Renewals 
No Branch Offices 
To Compete With You 
Concrete Assistance — gets you 
off to the right start with hard- 


hitting sales aids and promotional 
materials. 


Extra Incentives to supplement 
your production achievements. 


If You Are Interested In Making Money 
—Not Just Today But Years From 
Now— remember you can start a chain 
reaction of sales by writing 


S. Robert Rauwolf, Vice President, Dept. J 


*The familiar abbreviation for the North 
American Accident Insurance Compan 
‘one of America’s oldest and strongest 
sonal Insurance stock cempanies. 


er- 


FOUNDED 1886 


Licensed to operate in the 48 states and the District of Columbia 
LIFE « ACCIDENT + HEALTH 
209 SOUTH LASALLE STREET + CHICAGO 4, ILLINOIS 








New Group Facilities—Life and Act! 


Ask any North American Agent what he thinks of his contract! It's unbeatabie! 








Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insuranee 
underwriters. 


Life Underwriters Service Corporation 








Life Underwriters Service Corp. 








. ; Security Bldg., Denver 2, Colo. 
NA CG 1 th iS _ I am_ interested in your service. Please send further 
= information, at no obligation to me. 
Coupon Cowes 
Name. 
Kote lony dines 
City. State 















































NEWS 
NOTE l 


ad A WELL-BALANCED COMPANY 


. +. September paid business 18.9% ahead of 


last September. 


... First three quarters, 7.2% ahead of 
first three quarters last year, and 
15.6% ahead of same period 1956. 


... Insurance in force increased to 
$1,135,742,296. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 





engenert }* 





































BRACKETS 
with better products 





SECURITY LIFE & Accident Representatives hit top 
production brackets through aggressive and intelli- 
gent use of sharp, powerful tools provided by: 





FIRST: 
Company research which points the way to new 
concepts of insurance coverage needed today. 


SECOND: 
New policies geared to new dimensions in per- 
«sonal financial management. 


THIRD: 
Skillfully planned programs tailored by Security's 
Programming Department, to the prospect's needs. 


Special “bonus” contracts for general agents qualified in 
agency building. General agent and agent franchises, with 
_ vested renewals available in most stotes west of the Mississippi. _ 
Write: J. F. Johns, Ist Vice-President : 







Life & Accident 


DENVER 2, COLORADO 





SECURITY LIFE BUILDING e 





HteNATIONAL UNDERWRITER 


the basic laws affecting life insurance. 

Harry R. Schultz, Mutual Life of 
New York, Chicago, and president of 
Chicago Life Insurance & Trust Coun- 
cil, discussing “Business Insurance In 
a Mushroom Market,” said that no 
business man will buy life insurance 
unless the agent can uncover a need 
for him to make the purchase. This 
basic fact applies to any type of 
business life prospect, and no matter 
what the insurance company may have 
to offer, “The only way you can still 
motivate anyone to buy is to uncover 
a need.” 

Mr. Schultz also touched upon the 
vast new market for business life 
insurance which has been opened 
through section 303 of the Internal 
Revenue Code, based on the federal 
government’s recognition of any urgent 
need for a stockholder in a closely held 
corporation to develop liquidity in his 
estate. “In my book, section 303 has 
been the greatest impetus to the sale 
of life insurance—business life insur- 
ance—in the 33 years I have been a 
life agent,” he said. 


Sells On Ledger Cost 

Also, “Whenever I talk to a cor- 
poration, I always consider the cost 
difference between the net premium 
paid and the yearly increase in the 
cash value, because that is the actual 
cost. I never talk about gross prem- 
iums, but the actual ledger cost.” 

He emphasized the important mar- 
ket of business life in today’s economy 
created by the deferred compensation 
contract. “In the American economy 
with the competitive situation as 
intense as it is, industry’s business 
problem, and it doesn’t seem to be 
easing up, is that of manpower—key 
manpower. Companies are using every 
way and means over and beyond the 
normal and customary methods of 
tying people to them. They are looking 
for something their competitors do not 
have, or something that will tie their 
people to them permanently.” 

Financing an employment contract 
of a deferred compensation agreement 
with life insurance is an ideal answer, 
Mr. Schultz declared. He warned, 
however, that the attorney who drafts 
the agreement or employment contract 
must be sure to include the necessary 
restrictions so as to make it come 
legally under the qualifications set up 
under the federal laws. He opined that 
the deferred compensation contract or 
the employment contract is “one of 
the hottest markets in life insurance 
today.” 


Discusses Estate Planning 

Wind-up speaker of the morning 
session was Stuart A. Monroe, Chicago 
general agent for Mutual Benefit Life. 
Speaking on the “The What, Why, 
How and Wherefores of Estate Plan- 
ning,” he advocated the value of using 
the 85-10-5 plan for selling insurance 
in estate planning. Under this sytem 
the agent uses 85% of the time in 


-developing the need for the protection; 


10% for the presentation of the solu- 
tion, and only 5% for the close. “How 
can you close unless you have devel- 
oped the problems to be solved and 
provided the necessary protection 
formula?” Mr. Monroe queried. He de- 
tailed a two-interview programming 
method of selling estate planning in- 
surance. 

In the case of larger prospects, Mr. 
Monroe said the agent breaks out of 
the pure interviewing programming 
sale and goes into such details as the 
prospect wants to provide and just 


Missouri Life Agents Hear Industry Trends 


(CONTINUED FROM PAGE 4) 
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Eki 


what he now has in the way of ingy, 


ance and assets to reach that », eal 
Such cases, of course, require a great on 
knowledge of tax laws and othe f app 
critical financial matters, he Said, bak the } 
do the more simple cases that cop, ne 


under the package sale oi the tWoife inst 
interview cases. In the larger ca. ith th 
the agent must be very sure of higyor life 
analysis and solution of the ne e ‘mi 
because the man he is dealing wif ‘see tl 
knows full well what he wants aj 
the obstacles at hand, Mr. Monppicule § 
emphasized. The | 
During the morning session, reppJ e pe 
sentatives of the various local asso¢; “We'll 
tions in the state met with W. Stan: alesme 
Stuart of General American [itfiorce a1 
chairman of the legislation commit. ductivit: 
to discuss plans for presenting a jj e the 
insurance agents’ qualification bil] H srform 
the next Missouri general assembly 193% of 
be elected on Nov. 4, and to proviis itally I 
for the education of members of ife ins 
house and senate as to the need fitkales mi 
such legislation in the public interesfary if» 
he pun 


te oday Vv 
Plaques for obtaining new membeyres or 


during the past year were preseniathe Ame 
to the Sedalia and Cape Girarde} “Failu 
associations. President Meyer, in Trae 
surprise presentation, was given apome gC 
engraved plaque from NALU heathhe vact 












Present Membership Plaques 











quarters in recognition of his leadethat ou 
ship for the state association in thfend to tl 
past year, the presentation being maiat today, 
by Ernest McClure, Missouri nationddon’t wa 
committeeman. ome in 
The final speaker of the sales cotfa little 
gress was Lester O. Schriver, NALbetter th 
managing director, who gave a historithe past. 
cal review of the activities of th 
national association since its formatif “270” 
some 65 years ago and “to whi Manpo 
successful men have contributed sthe book. 
much that others who may follofs death 
them in the business may benefit anhot to me 


through which the life business 
become what it is today.” 


All Set To Trade Life 


Policies For Stamps In Mo. 
ST. LOUIS—P-I-P Distributors 
has been incorporated for the p 
of selling and distributing certifica 
coupons and trading stamps, and 
been authorized to issue 25,000 s 
of common stock at a par of $1. 
home office is at the same address 
that of P.I.P. Stamps Inc., formed 
number of months ago to function 
cooperation with Old Republic Life 
Chicago in distributing trading 
at retail outlets which could be 
deemed for life insurance policies. 
The life insurance trading st 
plan allows the buyer to get a poli 
when he has $200 worth of stam 
the book of trading stamps and ab 
application to be sent direct to 
Republic. In return the buyer ¥ 
receive a one-year $200 term | ( 
for any member of the family. 
limit is $3,000 per person. 
The formation of P-I-P Distribu 
Inc. apparently is the last step to 
the life insurance trading stamp P 
into effect in Missouri. 
























So. Cal. Group Managers Elect 

Group Managers Assn. of Southé 
California has elected J. Frank 1™ 
southwestern regional group %% 
visor for Pacific Mutual Life, a5 B® 
dent. Other officers named were: @ 
Killingsworth, New York Life, 
president, and Sanford T. Huds 
Continental Assurance, a 
treasurer. 
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LIFE INSURANCE EDITION 


Eklund Addresses Mo. General Agents 









ih; ‘see the people.’ ” 
acute Salesman Shortage 


Mr. Eklund queried 


the people, 


ife insurance. This 


oday which, in the aggregate, in- 


PW Membekyres only 18 months of income for 
re presentethe American people. 


2 Girardea 
feyer, in 
iS given 

[ALU heat 


“Failure to expand our manpower 
bdequately will invite forces to arise— 
some good, some evil—that will fill 
he vacuum of life insurance service 





his leadefthat our failure creates and put an 


ation in 


nd to the agency system as we know 


being mai§t today,” Mr. Eklund warned. “If we 


uri nati 


e sales con 
iver, N, 
ve a histori 
ities of 
ts formati 
“to whi 


on’t want that to happen it will take 
ome ingenuity and some managing 
hn little different and considerably 
better than we have demonstrated in 
he past.” 
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Manpower is continually “going off 


itributed #he books” due to natural causes, such 
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s death, disability and retirement— 
ot to mention failure and other forms 
f manpower subtraction—and it must 
replaced, he said. Also, there must 
e a step-up in the recruiting process 
eyond the first stage “replacement” 
evel in order to achieve an actual 
‘net increase,” a genuine numerical 
xpansion. Not much has been ac- 
omplished in the net increase of 
anpower in the past 10 years, he 
eclared, and while there has been a 
reditable job of recruiting, there is a 
eat difference between adding new 
en and actually achieving the all 


mportant net increase. 


Many agencies aren’t even main- 
ing themselves in replacing their 
ipower losses. Many are enjoying 
increasing production but are de- 


The problem is who is going to see 


(CONTINUED FROM PAGE 4) : 


fay of ingy, nost spectacular burgeoning of popu- 
h that goijstion that we have experienced in 
,is nation. This will bring us to level 

and othe '{ approximately 200 million people 
he said, thy the next 10 to 15 years. To us, that 
S that condoeans millions of more people needing 
Of the twohite insurance and millions more people 
larger cagluith the means to buy life insurance. 
SUre Of hidfor life insurance selling, it looks like 
f the neghne ‘millennium’. All we need to do 


clining simultaneously in agent numer- 
ical strength. He also mentioned that 
the present field force is top-heavy 
with age, “making us extremely vul- 
nerable in the near future to heavy 
losses through death, disability and 
retirement. Obsolescence is moving in 
fast.” 

Without even looking -at the data it 
is pretty generally known there is a 
high correlation between sales perform- 
ance and age he stated. “It is shocking 
to agency officials to learn what a 
significant proportion of total produc- 


. tion is coming from senior salesmen 


age 65 and higher.” Looking ahead 10 
years, he warned that the production 
expected from this upper age group of 
today will be practically nil. “Just 
when we need them most they will be 
going off the books, and it will take a 
tremendous quantity of recruiting to 
replace their production loss.” 

The speaker touched on the funda- 
mental organizational principle of “the 
span of control,” which recognizes an 
inherent limit on the number of people 
any one manager can effectively and 
successfully direct. He said this means 
a one-man agency can no longer be 
built and continuously be expanded to 
about the size of 15 or 20 agents as a 
general rule. 


Would Appoint More Managers 


One method of meeting this problem 
is the appointment of unit managers, 
Mr. Eklund said. In his agency with 
13 unit managers no net increase 
would be possible at all under the 
“span of control limitation” if in the 
organizational structure they were not 
able to “multiply the agency manager 
by employment of an _ expandable, 
intermediate eschelon of unit man- 
agers.” 

Mr. Eklund urged that agency 
Managers and general agents adopt 
the “building philosophy” by recruit- 
ing new men to life insurance without 
relying upon brokerage business or 
acquiring men brought into the busi- 
ness by others. His agency refuses to 
accept brokerage business from anyone 
and adheres strictly to the view that 
proselyting is something that really 
must go in the interest of the challenge 
being faced. He stressed that man- 
power growth comes from building, 
‘not from begging, borrowing, buying 
or stealing and that in life insurance 
we must build men.” 

He urged also that every agency 
manager appoint at least four new 
agents annually—one each quarter. 
Agency managers must learn to devel- 
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BOSTON MUTUAL 
LIFE INSURANCE COMPANY 
156 STUART STREET 
BOSTON 16, MASSACHUSETTS 
INCORPORATED 189] 


Old in tradition and sense of respon- 
sibility—new in our progressive 
approach to the constantly chang- 
ing needs of policyholders. 









ON MUTUAL BUILDING | 







op not only readymade salesmen, the 
self-starters, but also the more num- 
erous and potentially successful “mid- 
dle-grade men,” he declared. The 
“middle-grade” men will always con- 
stitute the bulk of the agency organi- 
izations, he stated, “and it is through 
these men, not the million dollar 
producers, that the future growth of 
the business depends. We can’t get 
along without them.” He also brought 
out the need for making the business 
more attractive to college graduates 
by providing them with an adequate 
financing plan in their early years as 
life insurance salesmen. 


Provident Mutual Life Host To 


West German Insurance Executives 

Six insurance executives from West 
Germany recently spent a day as vis- 
itors at the home office of Provident 
Mutual Life. The visit was one of sev- 
eral made to major insurance compa- 
nies on the east coast. Although mem- 
bers of the German group were con- 
cerned with all operational phases of 
the life industry in this country, their 
primary interest centered on sales and 
marketing. 


15 


‘Loophole’ Label For °:: 
Bank Plan Irks AALU 


Assn. of Advanced Life Underwrit- 
ers has protested to Prentice-Hall, Inc., 
against language in the publisher’s 
Tax Ideas and Federal Tax Report 
Bulletin in which a reference was 
made to “tax loopholes left unplugged 
by new law.” The interest deduction 
allowable on financed life insurance 
was categorized as a “loophole.” 

AALU pointed ou tthat in its opin- 
ion this was an unfortunate wording, 
and that further, the recently passed 
Mills bill made no change in section 
264, which is the revenue act section 
dealing with this subject. 

AALU pointed out that in its opin- 
of affirmative action was taken after 
extensive study of the financed in- 
surance deduction and a careful read- 
ing of the legislative history in sup- 
port of the Mills bill unequivocally 
indicates that the appellation ‘loop- 
hole’ is totally unwarranted. The fact 
that various tax services have cate- 
gorized the interest deduction as a 
continuing ‘loophole’ may cause many 
taxpayers to forego the possibility of 
tax saving by legitimate means.” 
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H. P. SKOGLUND, President 
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I am a great believer in boys. Big boys, small boys, 
middle-sized boys. Every one is a potential leader, 
a shaper of the world to come. 


Every man is the lengthened shadow of a boy. 
What he is today was molded in years past. 


Boys 





way for successful in- 
terviews is provided 
North American field 
men by newspaper ads 
like this appearing 
nationally in Nalac 
arkets. P 
it’s one way Nalac 8 
CONFIDENT LIVING 
approach is working to 
assure CONFIDENT 
SELLING for a apm 
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Lite a S&A. Ask for 
Brochure BO-321. 


* Exclusive North American 
service mar. 









Over 

$34 Billion of 

Life Insurance 
in Force. 
















Home Office: 
Minneapolis, Minnesota 


Canadian Head Office: 
Hamilton, Ontario 














Who can deny that Lincoln, Washington or Jeffer- 
son were once boys? Or Edison, or the Doctors 
Mayo? Or “Lindy”, the boy reared in a small 
Minnesota town who opened the Age of Aviation? 






























Be considerate with boys. Who knows what’ 
great moments they may achieve. 


Perhaps the youngster who delivered you this 

newspaper may someday be the doctor who saves 

our life. Or perchance you may cheer with thou- 
sockets out a home runin s c 
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ACTUARIES 








CALIFORNIA 


MISSOURI 
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COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver los Angeles 








NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 











GEORGIA 





RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries — Insurance Accountants 
Pension Consultants 


William-Oliver Bldg. 
sAckson 3-7771 


Atlanta 





GA.-VA.-N.Y.-ME. 





BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 











ILLINOIS 





CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 





NEW YORK 





Wolfe, Corcoran and Linder 


Consulting Actuaries 
Insurance Accountants 
Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y. 











PENNSYLVANIA 





Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 








E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Bourse Building 


Phila. 6, Penna. 


Consulting Actuaries 


Accountants 











CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 
Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 








Harry S. Tressel & Associates 
Consulting Actuaries 
Pension Consultants 
10 S. LaSalle St., Chicago 3, Illinois 
Harry S. Tressel, M.C.A. Irma Kramer 
Alan K. Peterson, A.S.A. E. J. Pilsudski 
D. W. Sneed Wm. P. Kelly 
FRanklin 2-4020 





WASHINGTON & 
CALIFORNIA 





Milliman & Robertson, Inc. 


Consulting Actuaries 


400 Montgomery St. 
San Francisco 4, Calif. 


914 Second Ave. 
Seattle 4, Wash. 











NATIONWIDE 





DONALD F. CAMPBELL 
Consulting Actuary 


188 W. Randolph St. Chicago 1, Ii. 


- oward CO, Nhat Company 


CONSULTING ACTUARIES 


INDIANAPOLIS 
LOUISVILLE LOS ANGELES 





IND. & NEB. 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 











Seiie Shaw & Cy. 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 
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Home Office Changes 


Northwestern Mutual 

Three new offi- 
cers have been 
named by the com- 
pany. Keith L. 
Jones was ap- 
pointed auditor; 
James F. Opper- 
mann, assistant 
comptroller, and 
Gordon C. David- 
son, an_ assistant 
manager of city 
loans. 

Mr. Jones joined 
the company’s 
comptrollers department in 1952 after 
four years on the auditing staff of 
Price Waterhouse & Co. 

After joining the company in 1951 
as a methods analyst, Mr. Oppermann 


Keith L. Jones 


Gordon C. Davidson 


was advanced in 1955 to the rank of 
specialist. He has been active in con- 
verting Northwestern’s mortgage and 
securities departments to _ electronic 
equipment. 

Mr. Davidson has been with the com- 
pany since 1953. In 1957 he was ad- 
advanced to city loan division specia- 
list. 


First United Life 

John C. McLain has been appointed 
as assistant to the executive vice- 
president, affective Nov. 1. Mr. McLain 
has been sales representative, re-in- 
surance department, Connecticut 
General Life for three years. He is 
an attorney. 

With the recent acquisition of Com- 
monwealth Life of Tulsa, First United 
currently has nearly $50 million of 
life in force in less than two years. 


State Mutual Life 


James F. Oppermann 


Duncan F. 
Brown has_ been 
appointed superin- 
tendent of agencies 
and Russell H. 
Smith Jr. becomes 
assistant director 
of group products 
research and de- 
velopment. Mr. 
Brown entered the 
life field in 1946 
and joined State 
Mutual eight years 
later when he was 
named manager for the state of Ver- 
mont. He became a member of the 
home office staff in 1956 as assistant 
superintendent of agencies and the 
following year was appointed director 
of the field organization development 
branch. Mr. Smith became a member 
of the actuarial department in 1943 and 
was named manager of the research 
department in 1952. He was promoted 
to manager of the group actuarial de- 
partment in 1954. 

Warren G. Davis has been elected a 
director to fill the post left vacant by 
the death of C. Claflin Young last May. 


Duncan F. Brown 


Mr. Davis, who is senior director ¢ 
Worcester Mutual Fire, is vice-preg. 
dent and general manager of the Dayy 
Press at Worcester, Mass. 


Manhattan Life 


Anthony V. 
Rumolo, assistant 
superintendent of 
agencies, has been 
named superin- 
tendent of agen- 
cies, eastern divi- 
sion. He entered 
the life field in 
1946 with Equita- 
ble Society and be- 
fore joining Man- 
hattan Life early 
this year, he had 
for five years been 
manager of the life and estate Planning 
department of Johnson & Higgins, ip. 
surance brokers at New York. 


Old Republic Life 


Anthony V, Rumoly | 


William H. Decker has been name 


regional supervisor, employe _benefit| 
plan department. He will develop the 


ovemb 


ntered 

nedical | 
pital, Sal 
Harry 
writing ¢ 
nf actuar 
vriting 
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as appCc 
nanager 
relations. 
editor of 


MONU! 
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department’s activities on a_ nation. 
wide basis, providing services of spe- 
cialists for the company’s general 
agents and brokers. Mr. Decker was 
formerly manager, employe benefit 
plan department, Bowes-Firestone Co, 
Chicago brokerage agency. He began 
in insurance with Mutual Life of New 
York. 


Republic National Life 


A medical assistant and an under- 


pointed. Robert T. Bishop, the new 
medical assistant, attended Trinity 


cians and Surgeons in 1955. After 
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Management Consultants 
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wwember 1, 1958 


ompleting medical school, Dr. Bishop 
ntered the U.S. army, serving as 
nedical officer at Brooke Army Hos- 
‘ital, San Antonio. 

Harry A. Nurnberg, the new under- 
yriting consultant, has had two years 
Vice-preg. pf actuarial and seven years of under- 
f the Daygpriting experience with another com- 


pany. 


quitable Society 

Grant Keehn has been elected se- 
nior Vice-president in charge of in- 
estment operations. He has been ex- 
putive vice-president of First Na- 
ional City Bank of New York. 

John T. Childs, Charles F. Beck and 
‘IMark L. Friess, who have been serving 
bs assistants to agency managers, have 
Sfpeen appointed to the training staff 
of the department of agency and sales 
management training. 


INDUSTRIAL LIFE OF CANADA 
as appointed Brodie J. Snyder Jr. 
anager of advertising and _ public 
relations. He is a former telegraph 
editor of the Gazette at Montreal. 


MONUMENTAL LIFE has named 
r. Francis W. Gluck as_ medical 
director to succeed Dr. Fred H. Vinup 
tho is retiring. Dr. Gluck has been 
cite medical director since 1956. 
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en named 
e benefit | 
velop the{ INTERSTATE L.&A. has named 
a nation-Ropert G. Braund actuarial assistant. 
*S Of spe- He formerly was with London Life of 


_ Seneral ranada. 

cker was 

e benefit} UNION TRUST LIFE of Duluth 
stone Co, as appointed Robert C. Hutchinson 
He began froup administrator and actuary. 

fe of New 


NORTH AMERICAN LIFE OF 
TORONTO has appointed P. R. Bar- 
ello superintendent of agencies. 


m under-f : . 

een ap- Washington National 

the new a 2 

trinity Pilering New Policy 

from Co-/ An executive special life policy with 
of Physi-) $25,000 minimum is now being 
95. After \ffered by Washington National. In- 


luded in the guaranteed standard 
| rovisions of the policy—whole life 
\T aid up at age 90—are common disas- 
er and spendthrift clauses. 

Ten years of age is the minimum 


or purchase and 70 is the maximum. 
ince the minimum amount issued on 























TES he plan is above the company’s 
on-medical limits, an examination is 

ts equired in all cases. No estimates of 

s et cost are made in the contract, 
hich is sold only in larger amounts 
d at a reduced premium. All rates 
d payments are guaranteed. 

al —_ 

NE. In| mber Companies Receive 

ANTS th Association Directory 

The 1958-59 edition of the directory 

;W YOR | Health Insurance Assn. of America 

4 been released and is being distrib- 


to member companies. 

The 104-page booklet includes a list 

association members, names and 

lilations of directors, standing com- 

ATES ri and their members, the asso- 
on Constitution and code of ethical 

dards and other information. 


ittee To Study Alabama Code 
Howard L. Foshee, chairman and 
sident of Atlantic National Life of 
ontgomery, has been named chair- 
An of a committee made up of 


ING Presentatives from 20 insurance 

mpanies which has begun study of 
pee gg new Alabama insurance 
onal 5 - Foshee said the committee 
- we make recommendations to the 


Wislature which meets in 1959. 


LIFE INSURANCE EDITION 


Changes In The Field 


State Mutual Life 


John R. Fitzpat- 
rick has rejoined 
the company as 
associate general 
agent at Boston. 
His first associa- 
tion. with State 
Mutual was as 
agency supervisor 
at the home office 
in 1946. He became 
an officer of the 
company in 1949, 
assistant superin- 
tendent of agencies 





John R. Fitzpatrick 
in 1952, and later was named superin- 
tendent of agencies. In 1956 he re- 
signed his position for an extended 
period of world travel. 


Great-West Life 

Richard C. Blackwell has been ap- 
pointed supervisor of the Earl M. 
Schwemm agency at Chicago, and F. 
M. Long supervisor at the Portland, 
Ore., branch office under G. D. Elon- 
ka. Both have had several years ex- 
perience in life insurance. 


Phoenix Mutual Life 


Emanuel James, 
former manager at 
Worcester, Mass., 
has been named 
manager at Hollis, 
N. Y., and Law- 
rence M. Chick, 
field supervisor, 
has been appointed 
manager of the 
Worcester agency. 
Mr. James joined 
Phoenix Mutual as 
an agent in Brook- 

lyn in 1953, and 
later became supervisor of the Hollis 
agency. Mr. Chick has been with the 
company since 1954 and has been as- 
signed to agencies at New York, Kan- 
sas City and Des Moines. 





as 


Lawrence M. Chick 


Prudential 


Paul A. Schleicher has been named 
district manager at Huntington, New 
York, to succeed Sylvester J. Brooks 
who is retiring. Mr. Schleicher joined 
the company in 1946 at Philadelphia 
and was appointed Long Island region- 
al supervisor in 1957. 

Glenn F. Heyer has been named 
manager of the company’s Parkway 
district office in Milwaukee. He suc- 
ceeds James P. Heinen as manager, 
and prior to his transfer managed 
Prudential’s Beloit office. 


Mr. Heyer joined the company as an 
agent in 1939. In 1950 he was pro- 
moted to staff manager, and in 1956 
was named training consultant. 

Edward R. Geach, regional super- 
visor for Wisconsin, has been ap-= 
pointed district manager at Beloit, 
Wis. Mr. Geach joined Prudential as 
an agent at Duluth in 1949, and became 
regional supervisor in Wisconsin in 
1957. 


Washington National 


Carl C. Gray has 
been appointed 
general agent in 
Little Rock, with 
offices at 320 Ex- 
change building. 
Mr. Gray began in 
life insurance in 
1955 as an agent. 
He is_ currently 
vice-president of 
Little Rock Life 
Underwrit- 
ers Assn. and sec- 
retary-treasurer of 
the local association of general agents 
and managers. 





Carl C. Gray 


Republic National Life 


Ferd A. Schuth Jr., who has been 
in life sales for 12 years, has been 
appointed Republic National’s broker- 
age manager at Houston. 


Dominion Life 

Glen W. Rose 
has been appointed 
manager of the 
Philadel - 
phia branch office 
of Dominion Life, 
succeeding the late 
Charles F. Teller, 
who opened the 
office 10 years ago. 
Mr. Rose had 
worked with Mr. 
Teller for many 
years, advancing 
to assistant and 
later to associate manager of the Phil- 
adelphia office, which also covers east- 
ern Pennsylvania and Delaware. 


Glen W. Rose 


Life Of Virginia 
O. Lodric Wilson has been appointed 
manager at Thomaston, Ga., and 


Joseph T. Stephens becomes field 
training supervisor of district offices 
in Ohio, Maryland, West Virginia and 
Washington, D. C. Mr. Wilson began 
his career with Life of Virginia at 
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Atlanta in 1948, and two years later 


became associate manager. He was 
promoted to field training supervisor 
earlier this year. Mr. Stephens joined 
the Evansville, Ind., office in 1952 and 
was appointed associate manager three 
years later. 


American United Life 





James Healey 
has been appointed 
Texas _ regional 
manager with of- 
fices in Houston. 
He has been in life 
insurance seven 
years as an agent, 
supervisor and 
branch manager. 





James Healey 


Fidelity Mutual Life 


Burtis W. Preston. has been made 
general agent at St. Paul, transferring 
from Chicago. 


Protective Life Of Alabama 


General agents appointed are Ed- 
ward T. Carr, Daytona Beach, Fla.; 
Paul C. Varner, Winter Haven, Fla.; 
H. Jack Elbon, Webster Springs, 
W. Va.; Robert B. Woodruff, Wheeling, 
W. Va.; Nathan J. Bell, Paris, Tex.; 
Henry B. Hicks Jr., Corpus Christi; 
Raymond Zachary, Blytheville, Ark.; 
Jack G. Surles, Lake Charles, La., and 
Elvis L. Smothers, Paris, Tenn. 

Mr. Carr has been a general agent 
with American Heritage Life and be- 
fore that was division manager of 
Prudential. Mr. Varner joined Amer- 
ican National of Galveston at Winter 
Haven four years ago and later was 
named supervisor at Lakeland. Mr. 
Elbon operated his own general in- 
surance agency and, more recently, 
has been representing Midland Mu- 
tual Life. Mr. Woodruff entered the 
life field eight years ago and lately 
has been with John Hancock. 

For the past four years Mr. Bell has 
been supervisor of the northern Tex- 
as area for Kansas City Life. Mr. Hicks 
has been with Kansas City Life, Ami- 
cable Life and recently was named 
district manager of State Reserve Life. 
Mr. Zachary has had his own general 
insurance agency for 10 years. Mr. 
Surles has been with Natioral Bank- 
ers Life and became a general agent 
of Franklin Life seven years ago. Mr. 
Smothers, a former unit manager of 
State Life of Indiana, earlier had been 
with Life & Casualty of Tennessee. 


Lincoln National Life 

Ralph L. Keeton has been named 
district agent for a new agency which 
the company has established in Lub- 








WELL FOUND 


Well found ships are fully equipped, stem to stern. Insur- 


ance companies too can be ‘well found’—equipped with 


complete lines of competitive Life and A & S contracts. 


Atlantic is such a company. 


More Than a Half Century of Service 


Atlantic Life one Free 


RICHMOND, VIRGINIA 


INSURANCE COMPANY 
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bock, Tex., at 2816 34th street. Mr. 
Keeton has been an agent with the 
company in Lubbock. Before entering 
the insurance business he and other 
members of his family were in a major 
cattle feeding enterprise. 

Five group department representa- 
tives of the company have received 
new appointments. Herbert J. Bool, 
Pat H. Curtis, M. Edwin Hinds, Rudy 
F. Roof and Donald E. Sams are now 
regional group managers, Mr. Bool at 
Houston, Mr. Curtis at Omaha and Mr. 
Hinds in the new group office in 
Charlotte, N. C., which will serve both 
North and South Carolina. 

Mr. Roof, who was regional group 
manager of the southwestern group 
office in Houston for the past three 
years, goes to Chicago to assume joint 
regional group managership with 
Howard Steele. 

Mr. Sams, regional group manager 
of western Iowa, Nebraska, North 
Dakota, South Dakota and Wyoming 
for the past five years, goes from 
Omaha to Denver as regional group 
manager of Colorado and Wyoming. 

Richard L. Ranney has advanced to 
assistant general agent in the Whiffen 
agency at Madison, Wis., where he has 
been an agent since 1940. 


No. American Life Of Toronto 


Robert S. 
Bowles has been 
appointed associ- 
ate manager at 
Chicago. The com- 
pany’s office there 


was opened in 
September of 1957. 
Mr. Bowles was 


previously for sev- 
en years a broker- 
age supervisor for 
Great-West Life at 
Chicago in the 
Earl M. Schwemm 
agency. He is currently secretary of 
Chicago CLU chapter. 


R. S. Bowles 


Kansas City Life 

William R. Llewellyn of St. Clair 
Shores, Mich., has been named general 
agent for six counties in Michigan— 
Wayne, Oakland, Macomb, Washtenaw, 
Monroe and Saint Clair. He has had 
10 years in the life business. 


Indianapolis Life 

Gene J. Tharpe has been appointed 
general agent at Fort Wayne. He has 
had a number of years’ experience as 
a life agent. 
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WANTED 
TRAINING 
DIRECTOR... 


Who is capable of building his own 
program from the ground up. Must 
have successful background in train- 
ing and a minimum of five years ex- 
perience in the field. Age 28-44. 


The opportunity is open with a new 
company offering all of the right ad- 
vantages: 


Young progressive management, 

chance of a lifetime 

* Full portfolio 

$400,080,000 parent corporation 

* Complete employee benefits 
including corporate profit sharing 

¢ Los Angeles Home Office 


The salary is open. 

Write Box No. D-8, c/o the National 
Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Il. 
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HOME OFFICE GROUP 
SALES OPPORTUNITY 
A Midwest legal reserve Life and Accident 
and Sickness Company, approaching the 
Billion Dollar "life insurance in force" fig- 
ure, with rapidly expanding group opera- 
tions in the United States and Canada, 
needs immediately an experienced man 
age 25 to 35 to assume top-level home 
office and field sales responsibilities in all 
phases of Group Life and Accident and 
Sickness Insurance. Outstanding opportu- 
nity for growth and advancement. Salary 
and supplemental compensation commen- 
surate with experience and ability. Send 
complete résumé of business and personal 
history and photograph, if available. All 
replies will be held in strictest confidence. 
Address Box D-2, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 








WANTED: HOME OFFICE 
FIELD SUPERVISOR 

Between ages 25 to 35 with three to five years 
of successful life insurance sales experience. 
Midwestern company writing life insurance only. 
Salary and expenses. Send picture and com- 
plete information concerning background and 
business experience in first letter. Address Box 
D-9, c/o The National Underwriter Company, 
175 W. Jackson Bivd., Chicago 4, Illinois. 








WANTED—UNDERWRITER 


Life and Accident and Health Underwriter with 
at least two years experience—Must have the 
ability to assist in Home Office Administration for 
progressive young company in Philadelphia. Ex- 
cellent opportunity for aggressive individual to 
assume executive stature. Please send résumé to 
Box C-99, c/o The National Underwriter Com- 
pany, 175 W. Jackson Blvd., Chicago 4, Ill. 


WANTED 
Actuarial Department of rapidly expand- 
ing consulting firm has attractive opening 
in New York City for Associate or Ad- 
vanced Student. Address Box C-97, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








AVAILABLE 
Thoroughly experienced Life-A&H Producer. All 
forms of Business Ins. Group and Pension Plans. 
Formerly National Sales Mgr. Interested in 
either Company or Agency affiliation. Capable 
of setting up new operation. Well versed in 
Underwriting, Claims and Sales Fromotion. Re- 
ply to Box D-5, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 


AVAILABLE 
ORDINARY AGENCY DIRECTOR, 20 years suc- 
cessful record as Agent, General Agent, Branch 
Manager and 4 years as sole operating head 
of new company. Interested in southwest, pref- 
erably Oklahoma, Texas, New Mexico or Ari- 
zona. Write Box D-6, c/o The National Under- 
writer Co., 175 W. Jackson Bivd., Chicago 4, III. 








ACTUARY AVAILABLE 


FSA with 20 years of experience, including several 
in pension consulting, prefers smaller city and/or 
milder climate. Expd. in mechanization proce- 
dures. Author of papers and discussions on di- 
verse subj in ranking Actuarial journal and 
elsewhere. Reply, indicating position, salary range, 


fringe benefits, x D-11, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, Illincis. 











LIFE & A&H SALES DIRECTOR 


Excellent opportunity for aggressive individual 
to assume executive stature in a rapidly ex- 
panding agency in the Philadelphia area. We 
need a man of proven personal sales experience 
and ability to train men. The agency is fully 
financed. Send résumé to: Box D-4, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 








Chicago 4, Ill. 
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Continental Assurance 


Vincent G. Mercer will be assistant 
manager of Continental’s Detroit of- 
fice. He has had nearly 10 years of 
insurance experience. 

Continental has opened a new office 
in Omaha, with Ralph Steffa Jr. as 
manager. He recently completed a 
specialized brokerage course at Con- 
tinental’s home office. 


All American L.&C. 


Henry F. Hine has joined the com- 
pany as agency manager in Denver, 
where he will work with R. C. Malone, 
general agent. Mr. Hine has been with 
another company in the east for the 
past 27 years. 


Occidental Of California 


James A. Lee Jr. has been named 
brokerage manager at Daly City, Cal., 
where he has been an agent since 
1957. 

Jack M. Israel has been appointed 
assistant manager at Seattle. He has 
been with the company there as an 
agent since 1955. 


Acacia Mutual 


Alvin C. Clausen has been named 
manager at Minneapolis. He has been 
a supervisor with Penn Mutual and 
an assistant manager of State Mutual 
Life. 


Old Republic Life 


Raymond S. Chase has been named 
general agent at Valley Stream, N. Y. 
Mr. Chase has his own agency, Raylan 
Life Insurance agency at 1 Sunrise 
Plaza there. 


Pacific Mutual Life 


Ronald H. Bridgford has been named 
manager of the Des Moines agency 
and will direct sales and_ service 
activity throughout Iowa. He entered 
the business in 1953. 


Postal L.&C. 


Edward Quackenbush, former field 
supervisor in Kansas, has been named 
Postal’s general agent in Kansas City, 
Kan. He was previously special agent 
for Banker’s Life of Iowa in Kansas. 


CAPITOL LIFE of Denver has 
appointed Kenneth Clark as general 
agent in the St. Louis office in Clayton 
and Richard A. Triesch to a like post 
at Spokane in the Columbia building. 
Mr. Clark was formerly a_ general 
broker in the St. Louis area, and Mr. 
Triesch has had experience with 
Crown Life and Aetna Life. 


MINISTERS LIFE & CASUALTY 
UNION has appointed Paul King re- 
gional secretary at Atlanta. He pre- 
viously was with Metropolitan and 
Franklin Life. 


FIRST COLONY LIFE has named 
Jack Elbon manager in West Virginia 
with headquarters at Webster Springs. 
He has been with Franklin Life and 
Midland Mutual Life. 


CANADA LIFE has appointed Wil- 
liam J. Hymes manager at Buffalo and 
Herbert T. Lentsch general agent at 
St. Paul. 


TENNESSEE LIFE has appointed 
W. J. Harrah manager of a new agency 
at Memphis. 


H. P. Campbell, Oklahoma manager 
of FIRST PYRAMID LIFE of Little 
Rock, has resigned. He will announce 
his new affiliation shortly. 
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Lite Advertisers Assn. resi 
Meeting Celebrates im 
The 


Silver Anniversary 


CONTINUED FROM PAGE 11) rime 
overcome the psychological barrier jf. 


Trockf 


the mind of the prospect who tells y - 
he’s not interested, that he can’t affoy harge 
it, or offers one of a thousand reason}, noric 
for not buying, whereas in fact em of 
declines to grant an interview becauy market 
he is not going to once again face th srdinal 
awful fact that he has brought , ice-pl 
family into the world and igs ot fereated 
willing to be the master of his house. pach hi 
hold and indicate to his family thy ponsib 
their security is more important tha "les 
relatively unnecessary luxury item; ice-pr 
which are displayed in all types ol field 
advertising by the various media’ bnpoint 
8. More consistency in marketing nersonn 
so that an agent who has spent month ing, Si 
learning one pattern of merchandising expense 
is not expected to switch to a quitborsonn 
different type. mia 
9. Assurance that any plan died su 
marketing which the field force isfntender 
expected to accept and exploit dil. : 
gently is the end product of the beg Plarketi 
thinking or the top officers of thei! The 
company, tne skills of the actuariaiproducti 
department, the ingenuity of the saelfiepartm 
promotion department, all of whomf the 
have been in consultation with fiedfdminis' 
agents’ representatives so that even ifjnarketil 
the plan is a big mistake no one cafar resp 
point a finger at the other person aniJs resp 
say, “It’s your rault.” raining 
Citing the expected population in-fment), : 
creases in the United States anifiesign. 
“In th 
Life Insurance Advertisers Assn. wilfhese fu 
hold its 1959 annual meeting at thput in t 
Drake hotel, Chicago, Oct.29-31. e beli 
nctions 
Canada, Edwin C. McDonald, vice{ust as th 
presiden: in charge of the rable 
department of Metropolitan Life, pre-fAndersor 
dicted that in the next decade senior ilgour ( 
management in the _ life  insuranc 
industry must make plans to: The ¢ 
1. Face increasing competition forporning 
the public’s dollar. resident 
2. Face increasing competition withPreat-We 
outside industry, as well as “indeperpublic Re 
dent” insurance consulting firms, fo Lunche 
the employment of quality home offiefe meeti 
and field people. . Laing, 
3. Establish a genuine crusade faphose tal 
the wholesaling as well as the retailing rsuader 
of life insurance products and againgounded 
the discriminating and inequitabplk tune 
taxes against those products as comp! gettin, 
pared with non-insured plans. “Thyl@ vari 
public ‘whipping’ of group insurangePorted | 
by NALU helps no one,” he saigA featu 
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: Dektail p; 
Broaden Senior Councils e compa 
4. Include in the senior councils ( 
the life insurance business the me. 
wesurdan, 


who are versed in persuading 
public to buy life insurance whethd) Ill. T 
through advertising or face-to-fétj ; 
methods. nsuranc 

Mr. McDonald’s talk, which dei! its an 
with marketing, the key to the futur’ Scr Ho 
of the life insurance industry, will #P"S and 


reported more fully in a subsequf #™., an 
issue. “ Pg : 

Donald E. Lynch, public reli = (tin 
director of Mutual Benefit Life, # pont 
editor of the new LAA book, “Pub! d nye 
Relations for Life Insurance oposed . 
panies,” introduced the boo Federatio 





discussed its contents. Instead of @ 
tributing the book to the mem 
present, copies were sent to them 7f im 
mail. 
The morning session closed ¥ 


presentation of exhibit awards, al’ Sun Life 
a feature of great interest t0 E anapoli: 
members. That evening there was "JW to a p 


president’s reception and the sige dian 
anniversary dinner, at which March man 
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SSN, president Morgan S. Crockford, secre- 
ary of Excelsior Life of Toronto, was 

2S oastmaster. 

| The final day opened with Mr. 

F Lockford’s presidential address, “It’s 






: 11) rime for a Revolution,” which was 
barrier jy| eported in last week’s issue. 
ho tells ys Rex H. Anderson, vice-president in 
an’t affori}parge of marketing of Life of North 
nd reason fs nerica, explained his company’s sys- 
n fact he em of integrating all parts of the 
W becaus grarketing job. For the development of 
in. face th wdinary life and A&S, Executive 
brought gfyjce-president Edmund L. Zalinski 
nd is noéhreated two production departments, 
his house.bach headed by a vice-president re- 
amily thafinonsible to him. One of these is the 
ortant thankeles department, under the sales 
cUry items fvice-president who handles all aspects 
| types off field administration. This includes 
1S media’ fappointment of field management 
marketing fersonnel, recruiting of agents, finan- 
ent month fing, sales goals and records, field 
rchandising expenses—all items pertaining to the 
to a quitthersonnel administration of the field. 
e sales vice-presiderit exercises 
plan oield supervision through his super- 
d force isfntendents of agencies. 















xploit dili- s 

of the be fil keting Is The Other Half 

rs of ther} The other half of the ordinary 
e actuariaproduction team is the marketing 





partment. This handles all aspects 
| of whombf the sales operation except the 
with fielikdministration of the field force. This 
hat even itmarketing department is the particu- 
no one canfar responsibility of Mr. Anderson. It 
person anijs responsible for sales promotion, 
ainng (both agent and manage- 
yulation in-fment), market research and product 
States aniflesign. 

“In the typical agency department, 
rs Assn. willJhese functions are usually submerged, 
ting at thbut in the competitive era of today, 





able goods industry,” said Mr. 


Anderson. 


cade senitikitgour Concluding Speaker 


> insurance F 
0: The concluding speaker of the 
petition faporning was D. E. Kilgour, vice- 


resident and managing director of 
etition wittPreat-West Life, who talked on “Our 
1s “indepenfublic Relations Responsibilities.” 

3 firms, fo Luncheon was the final event of 
home offiefie meeting, the speaker being Charles 
. Laing, vice-president of Prudential, 
crusade foWhose talk was billed as “The Hidden 
the retailingersuaders Of Success,” a topic that 
and againgounded pretty heavy. However his 
inequitabeplk turned out to be a witty guidebook 
cts as compl getting ahead by stealth, accident, 
plans. “Th md various crafty statagems. It is 
ip _insurancd eported elsewhere in this issue. 

” he sag feature of the meeting was a 
bcktail party given by the Canadian 
€ companies. 
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ss the me. e 
siading wesurance Federation 
nee wa f! lll. To Meet Nov. 12 

Insurance Federation of Illinois will 
which ded bid its annual meeting Nov. 12 at the 
‘o the futurfmer House, Chicago. Business ses- 


stry, willl@"S and the election will begin at 


. subsequely 4M, and at the luncheon talks will 

f Siven by Sen. W. Russell Arrington 
lic relatiog the Illinois legislature and Director 
it. Life, apSePh Gerber. Mr. Arrington will talk 
‘ook, “Publ wedding and anticipated legislation, 
rance Ci Mr. Gerber will treat department 

book am?Posed measures. 

stead of di ederation president Peter W. Frei- 
ne membeg”> Corroon & Reynolds, has appoint- 


to them i Freeman C. Read, Royal Exchange, 
airman of the nominating committee. 





closed wi a a = 
rards, alwagsun Life of Canada has moved its 
srest to M#@lanapolis branch office from down- 





nere was Wn to a new building at 3950 North 
4 the sil@eridian street, R. J. Simpson is 
which L¥fanch manager. 
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Mid-West Management Conference Meets 


(CONTINUED FROM PAGE 5) 


ing General Agents & Managers Assn. 
of Indianapolis; and Mr. & Mrs. Oren 
Pritchard, serving as hosts. 

Friday morning’s program opened 
with N. W. Long, manager Great-West, 
Dallas, speaking on “Setting Realistic 
Production Goals for Established 
Agents.” Discussing the nature of 
production goals, he set forth four 
principles: 

1. Without motivation, a man will 
not increase next year’s quota above 
last year’s production. 2. If a quota is 
too high, a man will do nothing about 
it. 3. If a man once exceeds quota, it 
will be an inspiration to him to do it 
again. 4. A man will perform at a 
higher level in competition than he 
will alone. 


Manager’s Job To Help Agents 


“An agent will do whatever he does 
as a result of a psychological need,” 
Mr. Long concluded; “but a man must 
be made to want what he needs. The 
latter is the job of the manager, and if 
he is realistic, he must consider him- 
self as the individual sales manager 
of each man in his shop.” 

“The job of a manager is to help 
individual agents achieve the success 
of which they are capable,” Lowell 
Craig, general agent Northwestern 
Mutual, Milwaukee, declared in speak- 
ing on “Realistic Ideas at Work in an 
Agency.” He warned that agents can 
bog down in “service” and should have 
as much of such type work taken off 
their hands as possible. Thirty percent 
of his agency’s volume and 50% of its 
premium comes from the work of an 
advanced underwriting department 
staffed by two non-selling lawyers 
who prepare cases for the agents. 

Speaking on “Creating Realistic 
Success Attitudes,’ W. R. Walters, 
superintendent of agencies for training 
and sales promotion for Sun Life of 
Canada, declared that everyone is in 
his job to make money but that suc- 
cess is the feeling that the money 
received has been earned. “A man 
must be happy about some things in 
the business besides money.” 

“To build an attitude in men,” he 
said, “the manager must first adopt it 
himself. There is a tendency to over- 
simplify the job of selection and 
management. The real job of the 
agency head is to establish men in 
the business, not for a year, but for a 
career. When the manager has such 
an objective, he has no worries about 
volumnitis and trick sales among his 
men.” 


Looks Long And Hard For Agents 


Opening the afternoon session on 
Friday, D. G. Hunting, general agent 
New England Life, Philadelphia, re- 
ported that he looks longer and harder 
for new agents than does the average 
agency head he has observed. In the 
last 12 months, he said, he interviewed 
and tested 165 men to get five. How- 
ever, of the 23 he has started in six 
years, 18 are still with him, and he 
has not lost a man in 24 months. 

Involved in his selection process, 
Mr. Hunting reported, is a battery of 
tests, interviews with the supervisor 
and at least three agents, and six 
weeks of pre-contract training, the 
last being used 15% for actual train- 
ing value and 85% for selection. “We 
run the course at disagreeable times, 
require 50 hours of study outside the 
course, and the completion of 25 
prospect cards a week. If a man won’t 
work hard before coming into the 
business, he won’t do so afterwards.” 


The speaker also reported on his 
formation as an equal partner with 
the more experienced men, Hunting 
Planning Associates, which handles 
all lines. However, he pointed out, the 
organization—which is aside from the 
agency—is staffed by a full-time cas- 
ualty man. “Our agents do not sell 
fire-casualty lines,” he stated. “They 
merely sell selected clients on the 
idea of having Hunting Planning As- 
sociates handle all their insurance. The 
agent serves in the role of an ‘account 
executive’ for other lines, not a sales- 
man.” 


New Concept Of Agent 


A concept of the agent as a dealer 
with the general agent a wholesaler 
who purchases insurance from the 
“manufacturing company” at a dis- 
count, reselling it to the agent at a 
mark-up, and the agent as selling it 
at retail was set forth as a guide to 
management philosophy by H. C. 
Copeland Jr., general agent Massa- 
chusetts Mutual, Syracuse. 

“The agent should not be viewed 
as an employe,” he declared, “but as 
the customer of the general agent just, 
as dealers are customers of a distri- 
butor. The primary mission of an 
agency is to make a profit. The only 
difference between its operation and 
that of a merchandise distributor is 
that it invests in staff and training 
instead of inventory.” 

Speaking on “Market Development 
—the Realistic Answer to Agency 
Profits,” Mr. Copeland listed as mar- 
kets that have proved profitable in 
his agency—present policyholders; col- 
lege students; the business insurance 
market; estate planning; senior medi- 
cal students, internes, and residents; 
cnd pension and profit-sharing. In the 
young medical and student fields, the 
agency finances premiums. Mr. Cope- 
land also reported that students in 
smaller schools are better pay than 
those of the “carriage trade” institu- 
tions. 


Gives Specialized Training 


In its operation, according to the 
speaker, the agency stressed the 
“rifle” rather than “shot-gun” method 
of development. New agents are taught 
everything about some one market 
rather than something about a number 
of markets. 

At the closing breakfast on Saturday, 
Donald A. Baker, executive director 
General Agents & Managers Confer- 
ence of NALU, introduced Hastings 
A. Smith, general agent New England 
Mutual, Indianapolis, new board mem- 
ber of GAMC. Reviewing the history 
of the development of GAMC and its 
projects and accomplishments, Mr. 
Smith predicted that in the future it 
will play an ever-increasing role in 
the management area. 

Social events of the two-and-a-half 
day session included a tea and cards for 
wives the opening day, nightly dancing 
plus dinner dancing at the Friday 
banquet, a reception for all registrants 
given Friday evening by the General 
Agents & Managers Assn. of Indian- 
apolis. 

One of the most hilarious moments 
of the conference came when Mrs. 
Baker of Washington, D. C., wife of 
GAMC’s executive director, and Mrs. 
Mueller of Indianapolis, wife of the 
president of the Indianapolis GAMA, 
found themselves seated side by side 
at the head table at the Friday banquet 
attired in identical “originals” bought 
600 miles apart! Mr. Mueller, pre- 
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siding at the banquet, introduced them 
as “the latest packaging development 
in the business.” 

At the Thursday banquet, R. G. 
Messinger, Connecticut: Mutual, San 
Diego, was introduced as the registrant 
from the farthest away; L. A. Higgins, 
Maine Fidelity, Portland, as the farth- 
est east; D. E. Hart, Sun of Canada, 
Montreal, farthest north; and Mr. & 
Mrs. Don R. Kelso, State Farm, Lake- 
land, Fla., as farthest south. 


News Story About Colonial 
Life ‘Rent’ Coverage Not 
Authorized By Home Office 


Richard B. Evans, president of Colo- 
nial Life, in a statement last week, 
said that the story appearing in several 
newspapers regarding Colonial Life’s 
release and offer of a new “rent” life 
policy was completely unauthorized by 
the home office. 

According to the news story, Colonial 
was reported issuing special coverage 
for tenants and owners of cooperative 
apartments to protect their families 
against loss of their dwelling in the 
event of an insured’s death. 

Mr. Evans said that approval of 
the story had never been made by Co- 
lonial’s home office. In his statement, 
however, he said that discussions of 
such coverage with a prominent real 
estate firm in New York had taken 
place, but that Colonial would not file 
a policy and rates with the New York 
department until there was sufficient 
interest and participation. 


Monitor Editor, Wood 
Slated For LIAMA Meeting 
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Joseph F. Tudor, director of agencies 
of Pacific Mutual. 

M. K. Kenny, assistant general 
manager and director of agencies of 
Excelsior Life, is scheduled to sum up 
the symposium with a talk titled “A 
Company Looks at Management De- 
velopment.” 

Another feature of the Wednesday 
afternoon session will be an address 
by Oren D. Pritchard, president of 
National Assn. of Life Underwriters 
and manager of Union Central at 
Indianapolis. 


To Pay Extra Dividend 

Lincoln National Life has declared 
an extra cash dividend of 40 cents per 
share to be paid with the next regular 
quarterly dividend of 40 cents on Nov. 
1 to stockholders of record Oct. 10. 
This will make a total of $1.95 per 
share paid in 1958, compared to $1.75 
in 1957. 





Convention Dates 


Nov. 6-7, New York State Assn. of Life Under- 
writers, fall delegate meeting, St. Moritz 
hotel, Lake Placid, N. Y. 

Nov. 10-13, Life Insurance Agency Management 

ssn., annual, Edgewater Beach hotel, 
Chicago. 

Nov. 12-13, Pennsylvania Assn. of Life Under- 
writers, fall meeting, Penn Harris hotel, 
Harrisburg. 

Nov. 19-21, Institute of Home Office Under- 
writers, Hollywood Beach hotel, Hollywood 
Beach, Fla. 

Nov. 20, Insurance Federation of New York, 
annual, Waldorf-Astoria, New York City. 
Dec. 8-9, Assn. of Life Insurance Counsel, win- 

ter meeting, Plaza hotel, New York. 

Dec. 9, Institute of Life Insurance, annual, 
Waldorf-Astoria hotel, New York City. 

Dec. 10-11, Life Insurance Assn. of America, 
annual, Waldorf-Astoria hotel, New York. 

Dec. 15-19, National Assn. of Insurance Com- 
missioners, midwinter, Roosevelt hotel, New 





Orleans. 

Dec. 28-29, American Assn. of University 
Teachers of Insurance, annual, LaSalle Ho- 
tel, Chicago. 

Feb. 20-21, New York State Assn. of Life Un- 
derwriters, general agents and managers 
meeting, Gideon Putnam hotel, Saratoga, 
N. Y. 
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“T know you Provident Mutual men bend over backwards to help your agents, 
but frankly, Smithers, you've got to stop taking it so literally.” 


Brokers and agents who work with Provident 
Mutual know this Company’s attitude of full 
service and cooperation. 

They know the value of the prompt underwriting 
decisions they get; of fast, customer-pleasing claims 


service; of up-to-the-minute sales aids (including 


personal cooperation on sales calls and presenta- 
tions, if desired) ; of always-available technical 
consultation and assistance on any aspect of sales 


or service. 
If you don’t know about these things—shouldn’t 


you? 


Provident Mutual 


Life Insurance Company of Philadelphia 











